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STOP 


abotage/ | 


CORROSION IS SABOTAGING 


AMERICA’S FLASHLIGHTS—SO VITAL 
TO DEFENSE! 

| * 
HELP YOUR CUSTOMERS GUARD 
AGAINST RUINOUS CORROSION WITH 


RAY-O- VAC 
LEAKPROOF sarteries 


Sabotage, uncontrolled, can destroy the vital in- - 

dustries of our country. Likewise, corrosion, un- 

controlled, does destroy thousands of America’s 

flashlights—now so vital to our Defense. eoSize 
But Ray-O-Vac LEAKPROOF Batteries with 

their patented sealed-in-steel construction are say ‘ow 

GUARANTEED to protect flashlights against 


corrosion—or a new flashlight free. Defense-valu- 


able flashlights are getting scarce. You, as a re- S Os 
tailer, can help the defense effort by HELPING LE a eR 

YOUR CUSTOMERS protect their flashlights 
with Ray-O-Vac LEAKPROOF Batteries. | CELL insta inseueattitt Tactician 


Notions fighting forces on all fronts. Their ‘Sealed-in- 


U ay iT , Serving America’s Armed Forces 


rving with United 
This added protection costs no more. " . 

Steel" construction protects vital flashlights and field 
telephone equipment against ruinous corrosion damoge 
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Brushmaker Lloyd Ross, a Wooster Craftsman for over 22 years 


WN aac wow domend ef Oe rad plush ov 


Back in the ‘80’s and ‘90’s, decorators of that period demanded every ounce of 
quality that could be put into a brush. How well Wooster Brusnes met those and 
the increasing demands of succeeding periods is best evidenced in their present 
wide acceptance the world over. Today, Wooster Wartime Brushes are performing 


lt fa Yeo 


valuable services in every phase of war activity. Brushes 





for essential uses are available through Wooster Jobbers. 


FOSSSET 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
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Up till then he had thought that most products carried 
in a hardware store were as scarce as new tires. 
Then a Yale & Towne ad in the SATURDAY EVENING “Shop at your 
POST reminded him of the great variety of a hardware store’s local hardware store w 


stock ... and the hardware dealer’s ability to suggest non- 
restricted items to fill his needs. 


“Your hardware dealer has 
a wide variety of products.” 





“He can help solve your war- 


| time shopping problems.” ) 
~YALE- 


aoe ae - YALE PUTS 3 BIG SALES MOVERS 
Yale advertising is pledged to help you get business — IN YOUR BUSINESS 


regardless of our ability, under war conditions, to furnish 
you with locks. That is why we continue to advertise. 








Yale dealers are important to us—important to America. 
If our ads can help them sell more non-restricted items, we 
shall feel well repaid for our efforts. 





THE NAME YALE HELPS MAKE THE SALE 


THE YALE & TOWNE Stanrono, conn.su.s. a. 
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BOSTON WOVEN HOSE & RUBBER COMPANY 


CAMBRIDGE, MASS. 
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BUY WAR BONDS 
AND STAMPS 


Stanley Boring Tools offer you a wide choice of 
types and sizes, all made to the Stanley standard of 
expert workmanship. 

In addition to Bit Braces, Hand Drills and Breast 
Drills, the “Tool Box of the World” provides many 
other complete lines of fine tools, all world-known 
for exceptional performance and durability. 

War construction requires tremendous quantities 
of Stanley Tools. Only those orders which qual- 
ify under Government restrictions can be filled 
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promptly. Give your jobber all necessary data to 
enable him to properly classify your order. 
Ask for Stanley Tool Catalog No. 34. It’s the 


world’s leading reference book for good tools, _—_Trade Mark 


STANLEY TOOLS 


NEW BRITAIN, CONN. 


THE TOOL BOX 

















; up the flow of materials nee 
a > must be uncovered. Digg 










ers, ty 
4-H Cle . 
This canne 
the patrio#i 
drive over 


Boy and Girl Scouts .. 7 
1 8 scrap situation is sé vit al th fecomes 
every dealer everywhen | put this 
W you can help. 






















a. - : Be iSS : 
[by inserting their scrim gn in news- 






1 Support lo 
paperé waisplays, bills and post , 
2 Dispose of Fou ur aleable merchangl pless metal. 





3 Insist that jreturned on evel 
4 Urge your 
5 Note and repomt 
6 Where possib ex 


7 Encourage pub titutions Boned equipment. 








es ‘ 
ency to establi ganization. 





mulations to ommittee. 






to bring in rips. 






* 


THE 
A 





fra Off. as & 


PUMPS ‘WATER MY! ER 


6 HARDWARE AGE 








Do your customers ask for 
something to paint over wallpaper ? 


Offer them DE HYDRAY 


The Dehydrated Flat Wall Paint — Latest Development 


of the Famous Devoe Laboratories and the Very Last Word 





in the New Type Water Paints — Completely Dehydrated 








Your customers want this modern wonder = 
mmm at paint ...easy to mix... easy to use... driesin 


an hour. . . covers any type of interior wall 





surface ...one coat hides over wallpaper ... 


costs them less.. speeds your turnover. 


Cartons take less space than P QR E E .. . four-color window display 12 exquisite colors selected 
cans or jars...weigh less... by famed decorator, Virginia 


handle more easily. D FE i y D) R A Y Hamill . . . sell on sight. 


The Dehydrated Flat Wall 


The ultimate de me 





EASY TO MIX 





‘ia cies thls iene Brings 
ee ae yee ee customers 
EASY TO USE into store 
No sizing, primers or thinners needed 
SAVES TIME 


Spreads quickly Dries in } hour 


ONE-COAT ECONOMY 
Hides even wallpaper 





WASHES LIKE NEW 
Through @ long, bright life 


. D a VO e & DEVOE & RAYNOLDS CO.., INC., 44th Street at Ist Avenue, New York, N.Y. 


Please let me have full information on Dehydray, the latest development in water paints. HDY-1, 


Raynolds aig . 


ADDRESS _ 
44th Street at Ist Avenue 
New York, N. Y. at fe 
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SELL “PENNVERNON “ 
_. . NOT JUST “WINDOW GLASS” 


@ A good window glass should be clear, brilliantly finished on both 
sides of the sheet, as free as a sheet glass can be of imperfections and 
distortions, and dependably capable of permitting satisfactory vision 
through it. To an exceptionally high degree, Pennvernon Window 
Glass meets these requirements. The Pennvernon label is a reliable guide 
to window glass of genuine quality. It also identifies a glass readily and 
promptly available anywhere in the land through our many branches 
and thousands of dealers. Pittsburgh Plate Glass Company, Grant 
Building, Pittsburgh, Pennsylvania. 





ENNVERNON WINDOW GLASS 
PITTSBURGH PLATE GLASS COMPANY 


"PITTSBURGH ston for Duality Glass and tial 
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Your customers will appreciate 
this manual that tells— 


“HOW TO MAKE YOUR 
AXE LAST LONGER!” 
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Thousands of Persons Have This Heaten 
... Other Thousands Want It! 
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Name Reg. 
U.S. & ‘ tn 
Be sure you get the WARM Canadian 


MORNING. Look for the Pat. Off. 


name on the heater. ¥ Q/? 








We Are Doing Our Utmost to Supply the Demand 


WARM MORNING is the Coal Heater that has made and 
continues to make stove history throughout the Nation! Many 
thousands of persons have one...many thousands more want 
one. These remarkable heaters, with new and amazing patented 
construction and combustion principles, are sold by more than 
18,000 retail dealers from coast to coast. 

There may be times during the present emergency when your 
distributor cannot supply you promptly. But, we shall continue 
to exert our very best efforts to supply the demand dependent 
upon our ability to obtain raw materials. 








WARM-EVER 
WATER- HEATER 


MODEL 110 


A modern coal-burning 


The Only Heater of Its Kind In the World! 


+ Semi-automatic, magazine feed. Holds you awaken, regardless of the weather. 

100 Ibs. coal. _ je Requires less attention than most 
% Burns any kind of coal, (anthracite, furnaces. 

bituminous or lignite), coke or briquets. Solid and substantial—yet neat in ap- 
% NO CLINKERS, only fine ash. pearance. Built to give years of service. 
* Heats all day and night without refueling. y Lowin first cost—costs much less to use. 
* You need start a fire but once a year. y patented construction principles and 
% Holds fire 24 to 36 hours in cold materials used assure more complete 

weather—several days in mild weather. combustion with far superior radiation 
+ Your home is Warm every Morninc when and more sustained heat. 





water heater that employs 
entirely new and revolu- 
tionary construction and 
combustion principles. De- 
signed to hold approxi- 
mately 50 Ibs. of smaller 
sizes of coal. It is 35“ high, 
1935“ wide and 1734” from 
front to back. Requires 
very little attention. The 
jacket has a beautiful green 
finish. It will supply the 
hot water needs of from 
one to four families. 
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LOCKE STOVE COMPANY kansas city, missouri th 
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» EASY TO CLEAN 
T O protect the surfaces of doors that are subject to severe wear 
and frequent opening and closing Formica is able to offer plastic * STABLE IN COLOR 
push and kick plates with many important advantages. 


WON'T SPOT OR STAIN 


The colors available blend readily with most door surfaces, The 
colors have depth. The material is hard, non-porous and does not 
absorb stains or react chemically with any ordinary liquid. Hence 
the surface remains unchanged in color and appearance after 
long use. 


4% WON'T CHIP OR CRACK 
4 THEY STAND UP 


The material is non metallic, but it is not brittle and will not be 
cracked by sharp impact. The smooth, hard surface is easily 
cleaned by wiping with a damp rag. It requires much less polishing 
than most materials previously used for the purpose. 





The plates in four standard colors shown are sold by leading 
dealers in builders’ hardware. 


THE FORMICA INSULATION COMPANY, 4613 SPRING GROVE AVENUE... CINCINNATI, OHIO 
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HANDSOME 
MODERN 
BUILDINGS 


OU will find doors with Formica 

push and kick plates, or with sur- 
faces completely covered with Formica, 
in many handsome modern buildings, 
railway, bus, and train terminals, public 
buildings in Washington, theaters, 
restaurants, hotels. 


The material has been thoroughly 
tested and it has given long and satis- 
factory service over the years—main- 
taining its color, preserving its surface; 
serving, always, with a minimum of 
polishing and maintenance—important, 
nowadays, when labor is so scarce. 


No location is too tough. The plates 
have been used on the swinging doors 
of railway stations where literally 
thousands of people go through each 
day, or on the swinging doors between 
kitchens and dining rooms in large 
restaurants where food servers are con- 


stantly opening and closing the doors. 


These standard plates, made in four 
colors and black, are 1/g of an inch 
thick, have beveled edges, and are 
attached to door surfaces with screws 
inserted in counter sunk screw holes. 


Your dealer in builders’ hardware 
can provide them. 


THE FORMICA INSULATION CO. 
4613 Spring Grove Ave., Cincinnati, O. 
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Paratroop model, H&R Reising 
Sub-Machine Gun 


In our all-out production of the weapons of war, Har- 


rington & Richardson’s 70 years of gunsmithing experi- 


ence is proving a substantial aid to the cause of Victory. 


And experience works both ways: with months of nor- 
mal production packed into each week of our wartime 
effort, the extra skills we are acquiring now will be re- 
flected in the fine H&R sporting arms of the future— 
the H&R guns you'll sell to a ready-made market of 
shooting fans returned from the wars with hearty, first- 


hand respect for the grand old H&R name. 


* HARRINGTON & RICHARDSON * 


ARMS COMPANY y¥* WORCESTER, MASS. 
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A TRULY 
“STANDOUT” 
SCREWDRIVER 








Screw Driver 


tis A It Is 
UNION Built 
"Champion" ToDo A 


Man-Sized Job 


* 





* 





UNION has been making "Champion" screw 
drivers for 40 years. They are screw drivers and 
are built to be driven hard. The UNION name on 
this cherished line of screw drivers means the best 
in materials and workmanship. It means that every 
blade is tested to split a screw head. It means 
that the blade cannot twist loose in the handle. 
And it means money in your pocket—for keeps. 
Repeat orders are not for replacements with 
UNION—they are for more of the same. 


UNION makes a wide variety of screw 
drivers, chisels, hack saw frames and 
gun cleaning implements that do credit 
to any hardware stock. 





imEeWVEE. Fw 
HARDWARE COMPANY 


aw eV iaviv 
TORRINGTON. CONN. 


NEW YORK OFFICE IS'I CHAMBERS STREET 
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It fakes all kinds of planes 
to win a war—fighter planes, 
bombers and top-speed air 
transport planes like the 
great fleet that flies AIR 
EXPRESS day and night for 
this Nation’s war produc- 


tion program. 





Essential war materials are given 
air transportation priority. For 


details phone Railway Express 


Agency, Air Express Division;- 


or any airline. 
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STANLEY HARDWARE 
For Rolling or Sliding Doors 


3 SIZES 
FIT ALL DOORS 


ROLLER BEARING 
WHEELS AND BALL 
BEARING SWIVEL 


The X2650-C Bracket is at- 
tached to the building with a 
lag screw. As the screw is 
Yes, the quality materials that used to go into Econo- tightened, the sides of the 


master are now going into bombs and other war material. i 
Sorry .. . no more Economasters for jobbers. ORAGhET bracket are drawn tightly 
But when these bombs finally wipe the Scum off. this X2650-C around the track, providing 
farth .. Economaster, with its Glo-Heat unit, with its ici ; toi 
infra-red rays, and natural draft circulation will be back rigid support and holding joints 
again giving quick, economical heat for your customers in perfect alignment; with the use of a Clamp Bracket 
quick profitable sales for you. 





_ every two feet, track whan as in a vise — it om rattle or 
YOUR ECONOMAS work loose. A flat, straight surface of any required length 


ECONOMASTER is assured for the hanger, which rolls smoothly along the 
PRODUCTS co. INC. ei oe track without hitching or binding. The Stanley Works, 


A TENNESSEE VALLEY APPLIANCE ioiay Caen, Saamectiont. 


ORGANIZATION 


117-119 Ninth Ave. North Ss TA th EY 
WHEN PEACE COMES LL 


Nashville, Tennessee AMD LOW cost POWER 


Plant at Shelbyville, Tenn. 1S AVAILABLE TO ALL TRADE MARK 
HARDWARE FOR CAREFREE DOORS 




















PROJECTING WINGS 
ON SHANK PREVENT 
| BLADE FROM TURN- 
| ING IN HANDLE. 


SUPER GRIP 
SCREW DRIVERS 


A new design in husky Screw 

Drivers that can really “take it” 

the blade, shank and 

GREATER DIAMETER shoulder are forged from ONE 
REDUCES SPLITTING F : 

OF HANDLE IF HAM. piece of Tool Steel. The ingen- 

i ious shoulder formed on the 

blade, an exclusive Forsberg fea- 

jhe Me- ture, gives added strength to the 


Handle t SUPER GRIP handle, should it 


—— 
’ lip in oily hands 7 P 
pote be hit with hammer or mallet. 
lengths from 
 2%9" te 12 When your critical customers 


Diameters from 
~ te %”. take one of these sweetly balanc- 


ed, rugged tools in their hands, 

Gj : they sell themselves—and quick! 

y) P « J AN Made in a complete line of 
op Nced rR models and all sizes with square 
and round blades that run com- 

YOUR JOBBER CAN GIVE You \. pletely a a aa 
. wood an yraloid handles. 

COMPLETE INFORMATION.. Vv. 920 VIKING BRAND Write for complete details on this 


Hand Drill. One of a complete 


.- IF YOU DO NOT KNOW THE line of perfectly designed drills— fast-moving, long profit line. 


orsber 


TERRITORY Wacte us DIRECT! 
© MFG. CO., BRIDGEPORT, CONN., U.S.A. 


J 








GET TO KNOW THE 
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Easy to work...even in a blackout! 


No war jitters here! Our friend Peter Putter is as calm as General MacArthur. He 


knows that, no matter what cracks under the strain of war, all he has to do is 


sound his own ‘‘alert’’ for SCHALK’S WOOD PUTTY Easy to work; contains real 
wood; a sure-fire 10¢ and 25¢ seller aggressively advertised to Mr. and Mrs. Thrift- 
Minded America. Ask your jobber! Schalk Chemical Company, Los Angeles, Chicago. 














* Through the huge circulation of The 
Saturday Evening Post, Country Gentle- 
man, Successful Farming, Popular 
Science, Popular Mechanics and Mechani 
Mustrated, this advertisement reaches 
millions of readers. It appears in October 
and November issues. 





Saw Files 





for War Effort ~. 


® Wood — lumber — essential build- 
ings — repairs ...in every community 
these spell hundreds of needs for saws. 


And for the tools required to sharpen them: 


SAW FILES. 


The advertisement reproduced in miniature 
at the right is being used to awaken the public 
on this important subject toward keeping the 
home fronts going.* 


It offers to readers a Free 
sharpen a saw —an aid as 


It goes further. 
Folder on how to 


helpful as the files themselves. 











“SAW FILING 
TOO, IS AN ART” 


00th ener eeen penne euneeen 


Army OWE eetees eEEEE NEE Mteneee 





Your opportunity to contribute to “sharpen- 


ing the saw teeth of the nation” is afforded in 


the supply of Nicholson Slim Taper Saw Files 


which you are able to get through your jobber. 


Most likely, assortments are still available with 
the Saw File Display pictured here — and to 
which the consumer’s attention is drawn in 
the advertisement. 


NICHOLSON FILE CO. + PROVIDENCE, R.1., U.S.A. 


(Also Canadian Plant 


Nicholson or Black Diamond Slim Taper 
Files are more than just saw files. They serve 
scores of other practical filing purposes as well 
— particularly in repair shops and on the farm. 


.» Ontario) 





NICHOLSON FILES <3 


USA. 


FOR EVERY PURPOSE MADE IN U.S.A. 








=> 





A dull tool is a shirker on | 

any job, but it is doubly at | 

fault when its work is war- | 

tial — or king things | 

last longer on the home fronts. Erecting | 
tot Asal bk 1A; es; 





rad = “ ae 9 Avrti od 
improvements to Y prod 

equipment of many sorts .. . millions of 
jébs are calling for keen-cutting saws. 








@ Nicholson makes every 

of file for keeping saws 
efficiently sharp. For filing 
hand-saws. Nicholson has 
prepared a helpful folder on 


to Sharpen a Saw” 


RE to carpenters. me- 
chanics. wood- 
workers, farmers, laymen. 
mail us your request 
a post-card will do) for this 
saw-filing in- 

shect. Address: 


Fite Co., Providence, R.1.. U.S.A. 
(in Canada send you request to 
Nicholson Pile Co, Port Hope, Ont. 


NICHOLSON 


° 
FILES FOR EVERY £9 
PURPOSE “USA. 


HARDWARE AGE 





ek. wT 


= 


i 
iy 
i 
i 
4 
3 





Dhara 





— 
z 
Ls 

tod 
“a 


5 RRR Ree rer 




































HARDWARE 
AGE 


Editorial and 
Advertising Offices 
100 East 42nd St., 

New York, N. Y., U.S.A. 


Published Every 
Other Thursday 


® Executive Office 
Chestnut and 56th Sts., 
Philadelphia, Pa., U.S.A. 
GEORGE H. GRIFFITHS 
President and General Manager 
Established 1855, succeeding and embodying “Hardware” of New York; 
“Stoves and Hardware Reporter,” St. Louis; “The Western Hardware 
Journal,” Omaha; “Iron Age Hardware,” New York City; The Hard- 
3 y ‘i . “ “7 s “ 
> ¥, ee ware Reporter,” St. Louis; “Hardware Salesman,” Chicago; Hardware 
nena: caeaial Dealers Magazine,” New York, and “Good Hardware,” New York 
Associate Editors 
GEORGE G. HOY KENNETH A. HEALE 
GEORGE M. SANGSTER RUDOLPH 8. WILD 


CHARLES J. HEALE 
Vice-President and Editor 


EDITORIAL CONTENTS 


ALBERT J. MANGIN 
“Who Makes It?’’ Directory Editor 


L. W. MOFFETT 
J. DONALD BROWNE 
Washington Representatives 


SEPTEMBER 3, 1942 


SAUNDERS NORVELL 
Contributing Editor 


HARRY R. TERHUNE Vol. 150 No. 5 
Los Angeles, Calif., 
Pacific Coast Editor 


pron oe Just Among Ourselves, by Charles J. Heale .... 21 
rcutation anager 
How to Merchandise Paint, by Kenneth A. Heale a 
ADVERTISING DEPARTMENT 
Boston : Doubling Stock for Each Sale Made Builds Floor Covering 
CHauNnory F. ENGLISH, 140 Federal St. De rtment 27 
ecient pa neat ee rie a man 
2. ue sae ee peer deng Hardware Age Retail Sales Idea Club Eee ; 28 
CLEVELAND: ° 
cine Gieeeen 0b Sante. iia Gat Sells 10,000 Rolls of Wallpaper in a Town of 12,000. 30 
we te Free Sand Helps Build $2000 Volume in Air Raid Equipment 33 


KENNETH C. WARNER, 1012 Otis Bidg. 
Ove B. BERGERSEN, 1012 Otis Bidg. 


Gift Department Accounts for 40 Per Cent of Total Volume 34 


San FRANCISCO, CAL.: 





by R. J. Brrcw, 300 Montgomery St., Room 843 e . 

x a ae Roofing Display Steps Up Sales ........ 36 
R. J. Biren, Yonsolidatec ¢ So : 

IRCH, 541 Consolidated Bldg., 607 So. Hill Bt. Allegheny River Takes Toll of Hardware Stores 38 

; © | Promoting Pottery Attracts Women io Nulan’s. . 40 

The Dean’s Page, by Saunders Norvell 42 

. Owned and Published by How’s Your Selling Vocabiflary? ....... 46 

& CHILTON COMPANY (Incorporated) % 

5 Executive Office a aeditorial aa Hardware Age Window Displays 31 What's New 63 

P eo ag ge wv ' Pprcenngee di gg Hardware Age Fifty Year Club. 44 How’s the Hardware Business? 68 

i New York, N. ¥., U.8.A. News of the Trade 48 Washington News Reel 73 

4 Coming C ti d Events. 80 

: liieniciilaiiieiis oming Conventions and Events 


C. A. MUSSELMAN, President Copyright 1942 by Chilton Company (Inc.) 


Vice-Presidents 


is 


a> 
a 
2 





JO8. 8. HILDRETH GEORGE H. GRIFFITHS ADVERTISING INDEX—PAGE 82 
EVERIT B. TERHUNE J. H. VAN DEVENTER 
Cc. 8. BAUR 


WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 
JULIAN CHASE THOMAS L. KANE 
G. C. BUZBY P. M. FAHRENDORF 
% HARRY V. DUFFY CHARLES J. HEALE 


a © 





Subscription Prices—United States, its pos- 
sessions: one year $1.00. Mexico, Central 
America, South America, Spain and _ its 
colonies: one year $1.00. Canada $2.00. 
Foreign countries not taking domestic rates 
one year $2.50. Single copies 25 cents each. 


NET PAID CIRCULATION THIS ISSUE 22,454 








WAR OR PEACE -IT's THE EDGE THAT COUNTS 


“What a curse be a dull tool; what a prideful comfort a sharp one.” —ANON. 








"NORTON ABRASIV ABR ASIVES a 
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Grinding Wheel Assortment—GB Bench Stone Assortment No. 598 Crystolon Knife Sharpeners No. 273 





Home front or war front, dull edges are wasteful—wasteful of time, labor and material. 
Steel is scarce, so the life of tools and knives in the homes and on the farms must be pro- 
longed to the limit. These three outstanding Norton Abrasives products will do their 
share if you give them the chance. 


1. Grinding Wheels 


Norton Alundum (aluminum oxide) wheels will grind out nicks and 
re-establish bevels on badly dulled tools or knives. Discarded tools may 
be reclaimed by careful grinding. Norton wheels are selected carefully as 
to grain and grade best suited for all-around use. 


An exceptionally effective counter display in bright orange and black 
makes this line of great value to any Hardware merchant. 


2. Bench Stones 


An oilstone is absolutely essential to put that keen, long-lasting edge on 
a knife or tool after it comes from the grinding wheel. At other times, 
just a touch-up and you have a new tool. Here’s an assortment of three 
distinct varieties, each selling at a reasonable price—one as low as 25¢. 
Its flashing counter display in gold, red and black is a constant reminder 
to every man that here’s the spot to end forever his dull edge troubles. 


3. Crystolon Knife Sharpeners 


Designed to sharpen stainless steel knives, this handy little device pro- 
duces a sharp edge quickly on others as well. It is as valuable in the camp 
or summer cottage as in the home. Three shapes and six handle colors to 
match other kitchen equipment. A modern display card in two shades of 
green on the dealer’s counter makes this a big seller. 


Gurther information and prices from your Jobber 








Soar A\ "coor BEHR- MANNING - TROY, N. Y. 
¢ AN ALSO QUALITY SANDPAPERS SINCE 1872 
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Co-ops Make Gains 
in Retail Sales:— 


In 1939 the Consumers’ Co- 
operative retail stores did .5 
per cent of the entire retail 
business of this country as 
compared to .2 per cent of the 
total in 1929. This marks an 
increase of 150 per cent for 
the portion of the whole en- 
joyed by this group in a dec- 
ade. These figures were re- 
cently released by the U. S. 
Bureau of Census. Based on 
the 16th Census, taken in 
1940, the co-ops’ retail picture 
for 1939 was as follows:— 

Annual. sales—$224,375,000 

Estimated payroll—$17,546,000 

Inventories about $20,621,000 

3698 cooperative retail stores 

16,861 retail employees 


In dollar volume the in- 
crease, in these 10 years, is 
even greater than 150 per cent 
as total retail sales for 1939 
are approximately 1214 per 
cent less than for 1929. In 
this same period independent 
retail stores and chain stores 
suffered a loss of dollar vol- 
ume. Independents also show 
a slight decline percentage- 
wise (from 77.6 to 74.7 of 
the total) for their share of the 
total business in that period 
whereas the chains’ percentage 
of the whole is approximately 
the same. These figures, of 
course, are for all kinds of re- 
tail operations and may not 
necessarily be precisely true of 
the hardware trade’s relative 
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competitive position. The sur- 
vey does not provide the basis 
for such a specific comparison. 
It is important, however, to 
observe that the co-ops have 
apparently taken their growth 
to date at the expense of inde- 
pendent merchants and _ not 
from the chain store group as 
had been so freely predicted 
by many competent observers 
in recent years. A factor in 
tHis situation may easily be 
the realization that the coop- 
erative movement has its great- 
est appeal in the rural districts 
and smaller communities 
where independents have al- 
ways enjoyed the competitive 
advantages over chain stores. 
As the co-op movement goes 
forward it may embrace larger 
population areas and thus take 
more, statistically, from the 
chain stores than from inde- 
pendents. At any rate, their 
growth is very substantial and 
their interest in hard lines, in 
the past 10 years, makes their 
competition serious for the en- 
tire wholesale-retail hardware 
distributing fraternity. 










Laws Won't Help 
You But May Help 


Them:— 


There isn’t anything illegal 
about consumers forming a 
cooperative pool to enter the 
retail and wholesale business 
or any other legitimate busi- 
ness. This isn’t any different 
than retailers banding together 
to form insurance companies, 
wholesale companies, etc. Leg- 
islative efforts to control such 
consumer organization work 
will not accomplish the curtail- 
ment of the Co-ops any more 
than such attempted laws have 
curbed chain store operations. 
And, if they could be checked 
by law, such legislation could 
not include a clause that would 
force customers to buy in your 
stores. There is, however, a 
most vital legislative angle in 
the situation and one which 
must be watched most care- 
fully in every state as well as 
nationally. Some consumer co- 
operative operations enjoy 
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preferential tax concessions. 
Some are actually promoted by 
public office holders paid out 
of tax monies you contribute 
to counties, states and the fed- 
eral government. That is the 
legislative angle to watch and 
one which you should fight at 
all times. You can’t keep them 
out of business by passing 
punitive laws. You should be 
able to force them to pay the 
same taxes and follow all other 
government rules that beset 
your business with which they 
compete. 


installment Selling 
in Reverse:— 


About two months ago, as 
reported previously in these 
pages (see HARDWARE AGE, 
June 11, 1942, p. 18) the Ad- 
vertising Club of New York 
publicized an idea designed to 
help stabilize our post-war 
economy. Briefly, the plan is 
that consumers will place or- 
ders now, take delivery when 
available after the war and 
make partial payments —be- 
tween the time of placing the 
order and the day of delivery. 
These funds would be used to 
buy some special type of war 
bonds, redeemable at a stated 
period following the close of 
the war. The sponsors of this 
program believe it would help 
curb inflation; provide ready 
cash promptly for war needs 
and lessen, if not eliminate, 
any economic lag between the 
cessation of strictly war pro- 
duction and the resumption of 
peace-time civilian manufac- 
turing. It would also tend to 
lessen unemployment _ prob- 
lems after the war and at least 
permit skeleton sales and ac- 
counting staffs to be employed 
currently. This plan has been 
discussed by many groups of 
thoughtful business men and 
has received considerable com- 
ment in the newspapers, most 
of which has been of a favor- 
able nature. Its particular ap- 
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plication would be for the sale 
of automobiles, refrigerators 
and other major purchases. In 
the past three weeks, official 
Washington has been studying 
this idea very seriously and 
sympathetically. It is quite 
possible that some favorable 
action may be announced 
shortly. The OPA official who 
has been charged with pursu- 
ing the idea has named it “in- 
stallment selling in reverse” 
which is an apt title for what 
might easily prove to be a very 
material help in stabilizing our 
post-war economy. This 
spokesman offers the follow- 
ing summary of the program: 
1. The creation of a pool of 
purchasing power to be avail- 
able for post-war purchases of 
consumers’ durable goods, such 
as home appliances, stove 
ranges, automobiles, etc. 

2. Manufacturing companies 
would issue purchase certificates 
bearing an interest rate of 5 
to 6 per cent to be bought by 
the general public. 

3. Denominations would be 
modest in order to make the 
certificates available to low- 
income groups. Funds from the 
sale of the certificates would be 
immediately invested in U. S. 
Government certificates. 

1. Purchase certificates would 
be used by the buyer as cash 
when he made his purchase af- 
ter the war, and the dealers 
would turn them,in to the seller 
for cash upon certifying that 
they were used for the purpose 
for which they were purchased. 

5. In no case is the purchaser 
at a disadvantage as he can 
select one or more of several 
competitive products and may 
buy from any retailer he 
chooses, or he can redeem his 
certificates for cash at a re- 
duced interest rate. 


Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 54 


Gas Rationing 
for Salesmen:— 


Hardware and other sales- 
men covering eastern seaboard 
territories are already feeling, 
severely, the pinch imposed by 
gasoline rationing. Many deal- 
ers are cooperating by tele- 
phoning or mailing orders as 
their visits from wholesale rep- 
resentatives become less fre- 
quent. In such times as these, 
the sales representative who 
has really developed merited 
good will among his dealer 
customers is reaping the re- 
ward of such efforts. The 
smart salesmen are making 
each dealer call count for 
more volume of available 
goods and are doing a better 
selling job. They realize that 
to maintain a living income 
they must get more business 
from fewer calls. This was al- 
ways good practice, both from 
the standpoint of the buyer 
and seller, and is practically 
imperative today. It saves the 
buyer’s time and makes his ac- 
count worth more to his source 
of supply. In the present sit- 
uation the merchants who prac- 
tice “concentrated buying” and 
continue to do so will natural- 
ly get whatever “breaks” are 
possible in obtaining merchan- 
dise that is getting increasing- 
ly scarce. This is to be ex- 
pected as a normal reciproca- 
tion and should serve as a les- 
son for the future when the war 
is over. If, as is threatened 
almost daily, the gas rationing 
goes on a nationwide basis the 
entire country will realize 
these simple truths and the 
program outlined above will 
be more general. 


Extra Gasoline 
for Salesmen:— 


Under the present gasoline 
rationing plan, salesmen, in 
the eastern areas under con- 

(Continued on page 72) 
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1LCO Jimmy-proof Rim Deadlock — Saw-proof in- 
serts in bolt; 5 pin-tumbler cylinder, practically 
unlimited key changes. No. 401 as shown, cylinder 
outside. No. 401A same without knob inside. No. 
401C has cylinders both sides. 








We'll all get through OK .. . if we don’t pile it too 

high! 

ILCO Cylinder Rim Night Latch No. 218 — Stand- High-sounding promises are out—for the duration. 

por at a a en = ee We're strictly on a war basis, and so is the hardware 
trade. But you have an advantage because you're an 

expert in hardware—and you can be of great service 

to war industries. 

We're making IR and RR and 
for the War Department, and Security Hardware for 
dealers (like yourself) who get priority business. It’s 
there to be gotten, but we all have to dig for it. 
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ILCO Cylinder Rim Night Latch No. 255 — Revers- 
ible latch bolt; 5 pin-tumbler cylinder. 


Glad to help you all we can. For instance, we’ve made 


All above are full size latches with standard backset; a study of the Regulations as they apply to our busi- 

ull repl. tandard backset ri ight latch. ° 

Te ae er em Te ness—and yours. Perhaps we can help you interpret 
— , eee them. 


2 REG LD: PRIS 


2B ia al 
\INDEPENDENT LOCK COMPANY 


Fitchburg, Massachusetts 


BRANCHES IN ALL PRINCIPAL CITIES 
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OF today, is a 


better line to push than ever be- 
fore in the history of the country. 
Although many lines and types of 
merchandise have been curtailed 
because of our war needs, paint is 
still available in ample quantities. 
There is a definitely increasing 


paint demand for defense plants, ° 


homes, public buildings, etc. War 
efforts are tending to broaden the 
field for this universal necessity 
and to create markets for new 
kinds of paint and allied lines. 
More hardware dealers can and 
should go after greater paint vol- 
ume this year. 

There have, to be sure, been 
some changes in formulae, be- 
cause of the war effort. As the 
National Paint, Varnish & Lacquer 
Association stated in a_ recent 
newspaper release, “Gradually, in 
the months to come, there may be 
some changes in the types of con- 
tainers seen in stores, and new 
formulae, not necessarily basical- 
ly inferior to those generally used 
in recent years, but different, will 
appear on the open market.” 

Hardware dealers throughout the 
country are selling blackout equip- 
ment, including special paint for 
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Merchandise Paint 


There is an increasing demand for 


paint for both domestic and war- 


time purposes and it is available 


in ample quantities. 


Feature it 


now—it means sales and profits 


this purpose. People buying paint 
for protecting their lives should 
also be interested in buying it 
to make their homes _ brighter 
places. As a morale builder, many 
consumers can be interested in 
painting their own homes during 
their spare hours. Women who 
cannot go in for preserving and 
baking, because of sugar limita- 
tions, and men who cannot go 
driving in their cars, because of 
tire and gasoline rationing, can be 
sold the idea of using some of 
their spare time for modernizing 
their homes. Property owners who 
want to rent vacant apartments 
and homes can be made to realize 
that it is still the well painted, well 
kept property that has the greatest 
chance of being rented or sold. 
When selling paint today the 
hardware dealer is selling clean- 
liness, cheerfulness, property pro- 
tection and, in the case of certain 





“Paint purchasers often neglect 
buying related lines .. . simply 
because they forget their need.” 


types, air raid protection. For the 
benefit of those hardware dealers 
wishing to sell more paint to more 





“School children can, without 
technical knowledge, determine 
which houses need new paint.” 


people HarpwWaRE AGE presents 
these suggestions and tested sell- 
ing ideas. 


Here’s How To Sell ‘Em! 


1—Use it yourself 


You can do an even better paint 
merchandising job by maintain- 
ing a well painted store. Such a 
policy is in itself a worth while 
advertisement for your line. When 
urging a customer to have his 
home or business place painted 
once every year or two, be able to 
point out that you follow that plan. 


2—Show related lines - 


Paint purchasers often neglect 
buying related lines such as 
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brushes, sandpaper, etc., simply 
because they forget their need. 
When a salesman reminds the cus- 
tomer of these items he is actually 
doing the customer a favor and 
sales volume is thereby boosted. 
A dealer in a small New England 
town not only shows brushes. 


a 


Ss 


sandpaper, etc., in his paint sec- 
tion, but also makes a bid for 
sanding machine and - caulking 
gun rental right in the depart- 
ment. Caulking guns for hire are 
prominently displayed together 
with a sign telling about the sand- 
ing machine. 


3—Have paint style guides 

Many paint manufacturers pro- 
vide color style guides. Some are 
so elaborate that they constitute, 
in effect, a home course in decora- 
tion. A New Jersey hardware 
dealer uses eight copies of a style 
guide and sees that each pro- 
spective customer also receives 
color cards. The names and 
addresses of each borrower are 
kept for follow up purposes. 


4—Show and use 
your paint mixer 


A paint mixer will build con- 
siderable good will since it pre- 
vents dissatisfaction. A western 
hardware dealer says, “We always 
use our mixer, unless the paint is 
of a type that cannot be placed in 
the machine. We explain this ser- 
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vice to all customers. And while 
the paint is in the mixer we sell 
the related lines.” Another west- 
ern dealer finds that people who 
have bought paint elsewhere visit 
his store to have it put in the 
mixer, explaining that they bought 
the paint at another store some 
time previous. He says, “After 
having the paint mixed, we hand 
the visitor a paint paddle. While 
there is no charge for mixing their 
paint, we build good will, pave the 
way for future paint sales, and 
usually make an immediate sale 
of something. People coming to 
buy paint frequently will phone 
before they come to ask us to put 
paint in the mixer for them.” 
Your mixer should always be lo- 
cated where customers can see it 
without difficulty. 


5—Push your quality line 

Even the hardware dealer who 
features the very best quality 
paint, usually has some competi- 
tively priced numbers in stock. 
The wise dealer, features his bet- 
ter grades in his displays and ad- 
vertising, keeping the competitive- 
ly priced lines in less conspicuous 
places. 


6—Light up your 
paint section 

A freshly painted store will, if 
poorly illuminated, look dingy at 
times. A Pennsylvania dealer, 


Associate Editor 
of Hardware Age 


whose attractively arranged paint 
display is in the rear of the store, 
uses floodlights to make that sec- 
tion of the showroom even bright- 
er than the front. Another Penn- 
sylwania dealer, whose well paint- 
ed store has good illumination 
throughout, says, “To discourage 
any notion of cutting down on il- 
lumination there are but two 
switches to control the entire light- 
ing arrangement. And for the 
same reason there are no pull 
chains for any of the units.” 


7—Advertise your line 

Newspaper advertising, radio 
spot broadcasts and direct mail 
material are used by some hard- 
ware dealers to tell their com- 
munities about paint stocks. Local 
radio station spot announcements 
are often quite productive. This 
is particularly true in the case of 
a store just taking on a different 
line or introducing new types of 
paint products such as blackout 
paint, ete. 


8—Keep a prospect list 

People frequently will inquire 
as to*price and the quantity of 
paint needed for a job, and then 
neglect to buy. Keeping a record 
of the names and addresses of 
such inquirers will provide you 
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“Catering to the needs of local 
painters is always worth while.” 
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with a good prospect list for the 
sale of paint and related lines. 


9—Survey your territory 


A paint survey in your district 
will develop plenty of leads. This 
can be accomplished by means of 
school children, scouts or married 
women who can without any tech- 
nical knowledge determine which 
houses need a new coat of paint. 


10—Have outside salesmen 


Outside salesmen can sell paint 
as well as the other lines or ser- 
vices offered by your store. By 
familiarizing themselves with the 
type and quantities needed for dif- 
ferent types of jobs, they can sell 
your paint lines right in ‘custom- 
ers’ homes. They should also con- 
tact industrial plant maintenance 
men, superintendents of public 
buildings, apartments, churches, 
etc. 


1l—Have mass displays 


Grocers use prominently lo- 
cated, pyramided displays of can- 
ned goods, etc., even though every- 
one knows that they carry such 
lines. By the same token, hard- 
ware dealers should have mass 
paint displays on their floors. An 
Indiana hardware dealer took the 
counters out of his paint depart- 
ment and showed pyramided dis- 
plays of gallon cans of paint in 
their place. The display ledge of 
his sidewall units is used for show- 
ing paint brushes, color cards, 
colors in oil, ete. As a result, 
circulation in the department was 
quickly and considerably improv- 
ed and more important sales 
showed a good increase. Many 
customers now serve themselves in 
this store. 


12—Know local painters 


Knowing and catering to the 
needs of local painters and deco- 
rators is worth while, although 
some dealers will only sell master 
painters on a cash basis or upon 
a written guarantee from the home 
owner or plant operator. Many 
master painters do not stock 
paints, wallpaper, etc., preferring 
to let other people worry about 
ordering and stocking these lines. 
The hardware dealer who caters 
to the painters’ needs can build a 
good volume. And when a cus- 
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tomer selects paint and buys the 
quantity recommended for the par- 
ticular job he can build inestim- 
able good will by being in posi- 
tion to suggest a reliable painter. 


13-—-Store demonstrations 


Store or window demonstra- 
tions of paint and painting tech- 
nique have proven to be good traf- 
fic and sales builders for hardware 
stores in all parts of the country. 
A suburban New York dealer held 
demonstrations, in his store, for 
church and other organizations, 
donating $5.00 to the group’s 
treasury in return. Other dealers 
have had demonstrations all 
through the day. Some have had 
demonstrations in a window of 
such points as touch-up procedure. 
the finishing of unfinished furni- 
ture and the methods of obtaining 
varied types of finishes with the 
use of paint as a decorative agent. 
Painting unfinished furniture has 
long been an effective type of 
demonstration. 


15—Explain price differences 


When meeting objections on the 
price angle, a Wisconsin dealer 
tells customers why his quality 

: 1 } 
line costs more than his price line. 
His explanation goes something 

5 c 


like this. “The quality paint I 
sell will do a much better job. The 
finish will be smoother and brush 
marks will be eliminated if you 
apply the paint properly.” He also 
tells about the greater coverage 
obtained with quality paint. 


16—Suggest a combination 


A California hardware dealer 
displayed in his paint window, a 
combination offer for house 
painting, including house paint, 
screen enamel, turpentine, a con- 
tainer of putty, etc., with a sign 
indicating the price of that com- 
bination. He says, “While no one 
bought exactly the amount of 
paint suggested, the window dis- 
play was effective in that it caused 
passersby to stop and read and 
remember the store as a_ paint 
headquarters.” Even though there 
be no saving in the purchase of 
such a combination, the idea can 
be put across that painting a 
house is not a very expensive job. 


17—Check realty men 


Being on good terms with realty 
men and builders can be the 
means of selling considerable 
paint. Whether a _ remodelling 
project on an old home or the 
creation of a new defense home is 

(Continued on page 76) 





This Display Caught the Eyes of Campers 





This display of campers’ needs sold plenty of merchandise for the firm of 
Babcock, Hinds & Underwood, Binghamton, N. Y., and changed many a 
camping trip from a hardship to a constant pleasure. Simplicity of arrange- 
ment was the keynote. Display was by Jos. B. Kozak, display manager. 
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Here's 
merchandise 
that is 
available. 
Feature it. 









There’s ample room in this department for spreading a roll or a rug 
on the floor. At the right is a display rack for runners and borders. 


Doubling Stock for Each Sale Made 
Builds Floor Covering Department 


J. J. Moreau & Son also 
used displays and ads 
in introducing section 


 — with sev- 


eral newspaper advertisements 
and using a display window for 
two weeks, J. J. Moreau & Son, in 
Manchester, N. H., a city of 78,- 
000 population, announced its en- 
try into the smooth surface floor 
covering field. From that point 
on the store’s display and stock in 
the building department’s quar- 
ter’s across the street carried on 
the floor covering story unaided. 

The store’s plan of entry into 
this business is interesting. F. E. 
Lepender, manager of the build- 
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ing department, says, “At first we 
spread our samples on the floor. 
Each time we sold one rug or roll 
we would order two, thus doubling 
our stock out of sales. At the start 
we did not buy a single roll of 
yard goods but just used sample 
squares to ‘show to customers. 
Now we have at least one roll of 
yard goods of each number and a 
larger stock on the faster movers.” 
(Continued on page 65) 


This announcement appeared on the 
women’s page of a local newspaper. 















Announcing The Opening 
Of Our New 


FLOOR COVERING DEPT. 


“BIRD'S” 
FLOOR 
COVERINGS 


* 
Armorilite 
RUG BORDER 
* 
Chromolin 
FLOOR COVERINGS 










FLOOR COVERING DEPT. 


Located in Our Building Materials Bie 
Opp. Main Store — Near State Theatre 





See Our Complete Line 


97 VENETIAN BLINDS 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Let's Sell More of What We Have 


VERY salesperson in retail 

hardware stores must strive 

constantly to do a_ better 
job of selling merchandise. This is 
not an easy thing to do under 
present day conditions. Every store 
has added many new items about 
which sales talks must now be de- 
veloped. And the correct selling 
technique must also be worked out 
for each of these articles. 

In addition, ways to make extra 
sales of the new items must be 
planned, and this naturally calls 
for a review of the four methods 
salesmen use to make it easy for 
customers to buy more. 


Concentrated Selling 


Frequently, a customer can be 
sold more than one unit of an 
item. Sales are increased by this 
practice. This is called “concen- 
trated selling.” Quantity prices on 
merchandise aid the salesperson in 
stepping up the units of a sale. 
However, this cannot be applied 
to all items. Use this method of 
selling in connection with sales of 
items which are consumed or used 
up quickly. Floor wax is a good 
example of such merchandise. 


Related Selling 

Salesman can render customers 
a real service by seeing that they 
have everything they need with 
which to do a particular job. This 
calls for the selling of items to be 
used with or necessary to the orig- 
inal purchase and it is called “re- 
lated selling.” This type of selling 
can be applied to almost every sale 
made in the store. Always help 
the customers get everything they 
need and want by suggesting other 
necessary items. They will appre- 
ciate this very much 
and you will in- 
crease your sales 
considerably. 





Trading Up 


Volume is increased when sales- 
men sell customers better quality 
items than they ask for. This is 
called “trading up.” Always try 
to sell the customer higher priced 
goods on the basis of better values, 
more pride of ownership, etc. 


When goods are properly “price 
lined,” salesmen have a better op- 
portunity to increase sales by the 
trading-up practice. 


Suggested Selling 


With the increased number of 
new items now being added f 
stocks in retail hardware stores, 
there are numerous opportunities 








September 
“Selling Sentence’ Contest 


Build ‘Selling Sentences’’ About These Items: 


1—Roaster 
2—Canvas gloves 


3—Carving set 
4—-Kerosene lantern 


5—Padlock 


WIN CASH PRIZES—SEND IN “SELLING SENTENCES” 


Harpware AGE will pay $2.00 for the best selling sentence on each of the 
five merchandise items listed above. $1.00 each will be paid for all other 
“Selling Sentences” published and which the judges deem worthy of such 


honorable mention. 


Entries must be received not later than Sept. 28th. Winners will be an- 
nounced in the Retail Sales Idea Club pages of the Oct. 29th issue of Harp- 
ware Ace. In case of ties, duplicate prizes will be awarded. Decisions of the 
editors will be final and all material submitted becomes the property of 


HARDWARE AGE. 


FIVE SIMPLE RULES 


1. Just write your suggested “Selling 
Sentences” for one or more of the items, 
preferably on a penny postal card (let- 
ters may be submitted) and mail to 
Harpware Ace Retail Sales Idea Club, 
100 E. 42id St., New York, N. Y. Con- 
testants may submit as many “Selling 
Sentences” as they wish, but each must 
be submitted on a separate postal card 
or sheet of paper. 

2. Write your own name and address 
on the card (or letter), as well as the 
name of your company. 

3. Be sure to write the name of the 
contest September “SELLING SEN- 
TENCE” CONTEST—on each card (or 
letter). 

4. Only individuals who have regis- 
tered for membership in the HARDWARE 
Acre Retail Sales Idea Club are eligible 


to participate in this contest. If you 
are not a member, you can become one 
by simply filling in the registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 

5. “Selling Sentences” will be judged 
on how well they explain to cu.tomers: 
(1) what the item will do fer them; 
(2) how the item does it, and, (3) how 
long it will do it. “Selling Sentences” 
should be brief and to the point. Make 
every word count. Penmanship, or form 
are not factors in the contest. Sen- 
tences typewritten on postal cards (or 
letters) will be appreciated but are 
not required. However, if answers are 
submitted in another form this will not 
influence the decision of the judges in 
any way. 
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to do “suggested selling” and in- 
crease the store’s volume. Suggest 
new items, the week’s or day’s 
special, or a novelty at every op- 


* 








portunity. Ask if the customer has 
seen this and that. You will be 
surprised at the many extra sales 
opportunities that will result. 


* 


For EACH oF THESE IDEAS J FI) E A S§ 1.00 was pai 


Idea Sells Glass 
Ash Trays 


“We recently added a new item 
of glass ash trays and have sold 
quite a few. We found that an 
effective way to attract attention 
to these trays and to emphasize 
some of their unusual features was 
to place several half smoked cigar- 
ettes in one of them. This attracted 
attention of both men and women 
and sales increased immediately.” 

Wo. H. BalLey, 
Perth Amboy Hardware Co., 
Perth Amboy, N. J. 


Pinwheel Display Idec 
Sells Toys 


grown-ups as soon as they stepped 
into the store. This focussed at- 
tention on the pinwheels as well as 
on the toys and, as a result, we 
have increased our sales on the 
wheels as well as on toys.” 
MILDRED SACHS, 
Ronald Hardware Co.., 
Springfield, Ohio. 


Cutlery Display 
Boosts Sales 


“Pocket knife sales doubled 
‘when we constructed a display of 
this merchandise that could be left 
in the window all the time. 

“We took a piece of plywood, 
6 in. wide and 4 ft. long, and wired 


You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
pages of successful ideas. 





our sales doubled. Each knife was 
priced, a small ticket under each 
knife giving the price on the item.” 
E. P. SCHROEDER, 
Krotter, Fitzgerald & 
Schroeder, 
Imperial, Nebr. 


Early Toy Display Builds 
Interest in the Line 

“Early in July we installed a 
large display of toys of all kinds 
in one of our windows. We showed 
our new toys for the 1942 Christ- 
mas season as well as those items 
which were carried over from the 
previous holiday season. Sales 
were very good from the start. 

“We placed a sign in the win- 
dow urging customers to “Buy 
Now and Save Disappointment.’ 
We believed that we were doing 
them a favor by urging them to 
select their holiday toys early. 
Customers appreciated this sug- 

















he various pocket knives to it. The gestion and sales were greater than 
er “We sell colorful celluloid pin- knives were shown with the blades we had anticipated. We believe 
ch wheels in our toy department. Re- open in order to let the customer that toys can be sold during the 
cently, we arranged a display of see the type of knife. Knives sell- warm months as well as at the 
n- them along the ends of a table on ing for from 25 cents to $1.50 holiday season.” 
4 which other toys were shown. The were displayed in this manner. Lena Day, 
“ pinwheels were in the direct path “This complete display was then . De Vore Hardware 
of a large fan and their spinning installed in the corner of the show Co., Inc. 
caught the eyes of youngsters and window near the plate glass and Monongahela, Pa. 
yu 
1e€ . 
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Swinging panels ad- 
jacent to the stock 
bins show wallpaper 
samples to advantage 
and make prompt ser- 
vice an easy matter. 








This merchandise is obtainable. Why not push it? 





Sell 10,000 Rolls of Wallpaper 
in a Town of Only 12,000 


ps 
HE fact that many 


women are color-minded and like 
to change the interior appearance 
of their homes makes it possible 
for Ayers & Jenkins to enjoy a 
good wallpaper volume. Located 
in Rochester, N. H., a town of 12,- 
000 population, the store sells 
about 10,000 rolls each year. 
Usually, the store’s stock bins con- 
tain from 3000 to 4000 rolls, re- 
tailing from 10 to 30 cents per 
roll, with the best sellers ranging 
from 12 to 18 cents per roll. An 
unusual and compact sample dis- 
play next to the stock bins and the 
use of window displays and occa- 
sional newspaper advertising 
space help build this decidedly 
worth while business. 

The chief appeal to the ladies, 
who arc the most numerous buy- 
ers of this line, is that better col- 
ors and patterns are now avail- 


30 


Ayers & Jenkins depend on 
a compact sample display, 
windows and advertisements 


song santa les A ATE: 








Housewives are attracted by the five patterns of wallpaper in three 
Price ranges shown in the window in front of other household items. 





able. Fifty per cent of the wall- knives and smoothing brushes. 
paper customers in this store will Many wallpaper customers will 
buy paste and about one-tenth of likewise buy paint at the same 
the wallpaper buyers will buy (Continued on page 78) 
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Early October—Display Harvesting 





Supplies, Heaters and Accessories 


| offers the 


alert and progressive hardware 
merchant numerous opportunities 
for securing new customers as well 
as increasing his regular business. 
Remember that aggressive mer- 
chandising and selling is still nec- 
essary if you are to hold your 
customers, merchandise shortages 
notwithstanding. 


Events for October 
Here are the events scheduled 
for October that will be of interest 
to hardware dealers: 
October—World Series 


HARDWARE 


Ss. 


s 


Oct. 1—Moving Day (in many 
communities ) 

Oct. 3-10- 
niture Week 

Oct. 4-10—Fire 
Week 

Oct. 12—Columbus Day 


National Retail Fur- 


Prevention 


Oct. 24-31—National Apple 
Week 
Oct. 27—Navy Day 


-Hallowe’en 


Oct. 31 


Fall Harvesting Materials 


Every hardware store in the 
rural sections carries a large num- 
ber of items that are essential to 
harvesting crops but which are not 
in the farm implement class. Sev- 
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NEEDS 
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FALL HARVESTING NEEDS WINDOW 





eral different window trims could 
be developed from this group of 
items. 
play is presented on this page. 
Vary the merchandise selection to 
suit your particular locality, a 
thing that can easily be done. 


A suggested window dis- 


Entitled to Priorities 


Practically all of the items in 
this display come under the gen- 
eral classification of repair, main- 
lenance or operating supplies. 
Farmers are entitled to use pri- 
orities for such purchases and 
dealers thus are assured of re- 
placement stock when these sales 


AGE Original Window Display IDEAS 


SS: 


mT! ie 


MERCHANDISE: Electric fence controilers, fence posts, insulating knobs, leather belt, 
canvas or rubber belt, belt lace—wire and leather types, motor oil, single and double bit 
axes, files, lanterns—oil and gasoline, lanterns giobes, oil wicks, generators, barb wire, 
welding rods, electric welding outfits, face shields, welding torch, husking hooks or pegs, 
corn knives, rope, binder twine, hot shot batteries, accessories for electric fence outtfits. 


BACKGROUND: Center panel of light buff corrugated board or painted wallboard. 
Side panels of dark brown material. Cut-out letters for center panel of bright red corru- 
gated board. 
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HEATERS AND ACCESSORIES WINDOW 


MERCHANDISE: Stove pipe—6 and 7 in., taper joints, half-joints, “tee” joints, elbows, 
adjustable elbows, adjustable thimbles, flue reducer, open coal hods, closed coal hods, 
stove polish, stove cement, furnace cement, floor registers, stove pipe wire, lid lifters, pok- 
ers, fire shovels, dampers, pipe collars, flue stops, stove boards, coal, oil, gas, or wood 


heaters. 


BACKGROUND: Center panel of buff corrugated board or painted wallboard. Side 
panels of tan material. Cut-out letters of dark brown and bright yellow corrugated board. 


are consummated. Therefore, pro- 
mote and sell this merchandise all 
you can. 


Table Display 
for Electric Fence 

Several table displays can be de- 
veloped from this large group 
of fall harvesting materials. One 
table should feature your electric 
fence equipment, a device which 
is going to be very much in de- 
mand. On the table show your va- 
rious controllers, insulators, and 
other accessories related to the 
item. Set up a miniature fence 
installation to show customers how 
gates can be operated and how the 
control devices keep the line alive. 
This is a very important point in 
selling this equipment. And be 
sure to have a platform display of 
barbed wire near at hand. 

Portable electric welders for 
farm or small shop use are very 
much in demand in most rural 
sections. This item also can be 
shown easily on a table. A com- 
plete table is really not necessary 
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for the number of parts associated 
with this item are few. Manufac- 
turers’ display material will be 
very useful in such a display. 
Demonstration plays a big part 
in selling this item. Have one unit 
connected so that a short demon- 
stration can be given if necessary. 
' 


Heating Equipment 
and Accessories 
The suggested window trim on 
this merchandise on this page fea- 
tures one heater and a variety of 
accessories which home owners 
will need this fall. A coal, wood, 
fuel oil or gas heater can be used. 


Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 52 


Other substitutions of merchan- 
dise should be made where nec- 
essary. 

This display should be installed 
early in October and, if it is pos- 
sible, it would be better to show 
your heating equipment during 
the latter part of September. 


Housewares for Hallowe’en 


The celebration of Hallowe’en 
invariably brings forth numerous 
parties in most communities. Be 
sure that you feature party and 
gift goods in one of your windows 
the early part of the month to re- 
mind customers that your store 
carries a complete stock of these 
items. Attractive table displays 
and settings in the glassware and 
gift department could make excel- 
lent use of the Hallowe’en motif. 
This would serve two purposes— 
to give the customer suggestions 
on how to decorate her table for 
the party, and to attract attention 
to the merchandise on display as 
well as to the department. 
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Free Sand Helps Build a $2,000 
Volume in Air Raid Equipment 


Many new customers 
have also come to 
the Entz & Rucker 
Hardware Co., Los 
Angeles, Calif., as a 
result of this idea. 


B. offering free sand 


for fighting incendiary bombs, 
the South Vermont Street store of 
the Entz & Rucker Hardware Co., 
Los Angeles, Calif., has in two 
months’ time created nearly 
$2,000 worth of strictly extra 
business on air raid protection 
equipment. 

The store has distributed nearly 
four tons of free sand to more 
than 300 people and, according to 
J. C. Bastedo, store manager, the 
idea is just getting started. The 
average person takes home from 
25 to 40 pounds and, as the sand 
costs only $3.00 a ton, the cost 
per person runs to only 4 cents. 

“There are mighty few other 
ways of getting a new customer 
into the store at such a low cost,” 
Mr. Bastedo points out. “This 


idea has been the best advertis- 


ing we've ever tried. And, at the 
same time, we feel we're doing a 
worth while civic job in helping 
people prepare their homes against 
possible attack.” 

The free sand offer was an- 
nounced by means of small space 
newspaper ads and a series of 
window displays. Advertisements 
and signs are headed: “Free Sand 
—Bring Your Own Container.” 
Tied in with this is the added 
offer of a free civilian defense 
manual—a government approved 
guide. Thousands of these have 
been distributed. 
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Ad 


Window and interior displays 
are built around containers filled 
with sand. Related items such as 
stepladders, shovels, hoes, garden 
hose and covered pails (such as 
garbage pails) are worked into 
each trim. 

There are absolutely no strings 
to the free sand offer. Any per- 
son can come as often as he likes 
and take as much as he wants. 
Few have abused the privilege. 

The store has emphasized the 
“bring your own container” idea 
to make it clear that there would 
be no attempt to force sales of 
equipment. However, in actual 
practice, numerous people who 
had no suitable containers bought 
garbage cans and filled them with 


Displays of free 
sand are usually 
surrounded by a 
number of other 
items esential to 
adequate air raid 
protection. 


sand. In a large percentage of 
cases, sales of one kind or another 
were made. For instance, the 
company gave three buckets of 
sand to a nearby church and im- 
mediately sold $20.00 worth of 
tools. 

Water washed sand is used for 
this purpose. It is delivered wet 
and is spread out to dry on the 
concrete drive behind the store. 

To cash in further on the de- 
mand for air raid protection mate- 
rials and equipment, Mr. Bastedo 
now plans to set up a complete 
department for these goods. Fire 
fighting equipment as well as 
hardware items needed in this 
type of civilian defense work will 
be featured. 
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Many gilt lines 









Gift Department Accounts for 


are still available. Investiga 


te them. 


Shadow boxes over 
lighting is used in 


Bennett's of Fond du Lac, 
Wis., is reaping dividends 
on lines which are not as 
yet affected by shortages 
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UR gift depart- 
ment, which we have developed 
during the last five years, is now 
paying extra dividends on a scale 
which we never believed would be 
possible,” says W. E. Bennett. 
Fond du Lac, Wis. “Consumers’ 
incomes have increased in our 
community. Many items of mer- 
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chandise in the necessity class can 
no longer be obtained because of 
priority regulations of one type or 
another. Only glassware, china, 
dinnerware, pottery and other gift 
goods still seem to be available in 
as large quantities as heretofore. 
And the consumers who can are 
taking this opportunity to secure 
new items of this type for their 
homes. 


the fixture 
sidewall cases, on ledges @ 





tops add a modernistic tou 


“This has resulted in more busi- 
ness for us and it will no doubt 
help make up some of the losses 
of volume which are sure to occur 
as stocks of metal lines are de- 


pleted. Sales of gift goods have 


increased every year. Mrs. Ben- 
nett is in charge of this department 
and under her direction the depart- 
ment has developed until now it 
accounts for approximately 40 per 
cent of the total volume of the 
store.” 

Last fall the store was com- 
pletely remodeled. This has helped 
maintain the interest of old cus- 
tomers in the gift department and 
also has attracted many new ones. 
Beautiful displays and a varied 
stock at popular prices are other 
factors which have kept women 
coming back to the store. 
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Fixtures are light in | 
many of which have mirror 


Some of the unusual gift items 
in the store are lamps, pictures, 
glassware, artificial flowers and a 
huge variety of party prizes. The 
stock is kept spotlessly clean and 
is well displayed. Nearly 50 per 
cent of the space in the new store 
is devoted to showing the merchan- 
dise in this department. In addi- 
tion to this, another small room at 
the rear is used exclusively to 
show framed pictures and small 
lamps. Customers are constantly 
reminded that the store carries 
lamps. Practically every table has 
an attractive table or stand lamp 
worked into the display and these 
are scattered throughout the en- 
tire gift department. 

Many of the gift items are dis- 
played on tables. These tables 
are covered with white cloths, a 
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lass shelv 
n color. G White covers are on man 


backgrounds. 


ed on sidewall cases. 
y tables. 


practice which provides a more 
natural setting for the merchandise 
and adds much to the cleanliness 
of the display. 

Artistic shadow boxes on top of 
the wall fixtures give a modernistic 
touch to the entire department and, 
at the same time, provide spots 
where new or unusual items can 
be highlighted. Indirect lighting 
is used in these display boxes to 
draw the customer’s attention to 
the merchandise. A single item or 
several items from a single line 
are usually featured in these 
shadow box spois. 

Prices on gifts at Bennett’s 
range from 25 cents to $100. One 
woman from Milwaukee, visiting 


the store for the first time, pur- 
chased $40 worth of lamps and 
has come back many times since. 








40 Per Cent of Total Volume 


Ce 


e Bennett's e 
"Gifts of Distinction” 


Fond du Lac, Wisconsin 


The store’s stationery bears this 
distinctive heading which serves 
to emphasize the gift merchandise. 


Another feature that appeals to 
woman customers and ties them 
closer to the store is the gift wrap- 
ping service. Specially decorated 
boxes are used for wrapping gift 
items, a service which may have 
to be curtailed before long. The 

(Continued on page 76) 





Roofing Display Steps Up Sales 


Cussins & Fearn, Inc., 
Newark, Ohio, has also 
increased volume with 
novel display showing 
side and roof of house 


This unusual display of 
all kinds of roofing is 
bound to catch the eyes 
of customers as soon as 
they enter this store. 


A N unusual display 


of roofing and related products 
increased sales and speeded up the 
selling of this merchandise for 
Cussins & Fearn, Inc., Newark, 
Ohio. The display was a small 
replica of the side of a house com- 
plete with a small section of roof. 
Several types of roofing and sid- 
ing material were shown in a way 
that enabled customers to under- 
stand and appreciate how the 
products would look installed. 

“The display started selling the 
minute it was completed,” says 
E. I. Disbennett, manager. “A 
contractor stopped at the display 
the first day, examined the various 
types of roll roofing on display, 
and as soon as a salesman was 
available, placed an order for 100 
squares. Full credit for this sale 
must go to the display. It proved 
to us the value of carefully planned 
merchandise displays.” 

The roof covering the display 
was divided into several sections, 
each of which showed a different 
type of shingle. The part of the 
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display corresponding to the side- 
wall of the house also was divided 
into sections, each of which pre- 
sented a different type of siding 
shingle. Eaves trough, down spout, 
and other related roofing items 
were added to make the display 
appear more realistic. This pro- 
vided an opportunity for showing 
this rather important line, a thing 
that never was possible before. 


Samples in Center 


Samples of roll roofing were 
placed in the center part of the 
display and were shown on a 
raised platform. At one end of 
the display was a space for show- 
ing sample boards of shingles suit- 
able for sidings or roofs. These 
were accessible to customers and 
gave them some idea of how the 
shingle would look on the house. 

Show cards were used on each 
sample of roofing in the display. 
These cards gave a brief descrip- 
tion of the item and listed its price. 





This was one of the features of the 
display that enabled it to do such 
a complete selling job even while 
salesmen were busy with other cus- 
tomers. Displays that will actually 
sell goods are vital to a business 
today when manpower is so scarce. 
Such displays also help salesmen 
sell more goods in the time avail- 
able for this effort each day. 

Mass displays of roof coating 
and paint in 5-gal. cans were 
stacked in front of the display. 
This product is closely related to 
roofing and when customers were 
taken to this spot to see the paint, 
they also could be interested in a 
new roof. 

The display was located along 
the sidewall about half way to the 
rear of the store. It stood out very 
plainly and the casual shopper 
was invariably attracted to it. 
Spotlights under the roof supplied 
additional illumination for the 
merchandise shown on the walls of 
the display. 
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DEALER “G5” LETTER (= 

















“YQU’RE LUCKY TO HAVE A GOOD GUN AND 
SOME AMMUNITION, JIM—TAKE CARE OF THEM” 


You'll be doing your customers a real service if 
you'll suggest ways and means of keeping their 
guns and ammunition in the best possible shape. 


GUNS. Tell them to make sure their guns are 
clean and in good mechanical condition. Occa- 
sional wiping with an oily rag prevents rusting. 
Rubbing some oil into the stock helps preserve its 
appearance. Guns should be kept in a cool, dry 
place. 

AMMUNITION. Suggest that unused ammunition 
be removed from wet shooting coats and from 
cars. Ammunition should be kept in a cool, dry 
closet, locker or cabinet—not in a hot attic or 
damp cellar. Properly cared for, ammunition re- 
mains effective for years. 

Suggestions on the proper care of guns and am- 
munition will be greatly appreciated by your 
shooter customers. Your ability to offer this kind 
of service aids greatly in building good will for 
the future. 





AMMUNITION PROPERLY STORED — Clerk 
STAYS SERVICEABLE FOR YEARS 








CHAINS AND PADLOCKS 











Pi 
One of the most frequent questions hardware 
dealers ask Remington-Peters representatives is 
whether or not ammunition bought during previ- 
ous seasons is suitable for use. The answer is 


yes,” if the ammunition is properly stored and 
handled. 


Bulk stock may be kept in the basement with con- 
trolled ventilation on skids if the floor is concrete, 
away from direct sunlight. Sales floor stock should 
not be placed too near the ceiling, for the tempera- 
ture is higher there. This stock should also be 
kept out of the sunlight. Remember that although 
ammunition is made to withstand a certain amount 
of rough treatment, intelligent handling helps it 
retain the accuracy and power so carefully built 
into it at the factory. 
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SAY HENRY! WHERE 
DO WE KEEP THE 
FLINT LocKSs? 











Allegheny River Takes Toll 
of Hardware Stores 


() NE of the most dev- 


astating floods in recent years 
struck the Allegheny River area 
Saturday, July 18, causing prop- 
erty damage estimated to run into 
millions of dollars. Waters, caused 
by torrential cloudbursts which 
lasted until late Sunday, washed 
away homes, stores and bridges. 
Some communities were left so 
badly damaged that it took weeks 
to “dig out” after the flood waters 
had subsided. 

The most serious damage of the 
entire area was centered around 
Port Allegany, Pa. The water 
rushed down the hillsides and into 
the town, washing out the sides of 
some of the stores and garages and 
carrying away furniture, automo- 
biles and box cars. Olean, N. Y., 
and Bradford, Pa., the largest cen- 
ters of population, experienced 
heavy damage, but the waters in 
these places did not come with the 
swift current that caused such de- 
struction farther east. 


Other Towns Damaged 


Other towns damaged consider- 
ably by the flood in New York 
State were Salamanca, Carrollton, 
Alleghany, Portville, and in Penn- 
sylvania, Eldred, Shinglehouse, 
Coudersport, Austin, Costello, Rou- 
lette and Emporium. 

The Smith Parish Hardware 
Store, in Portville, N. Y., one of 
the towns damaged by the flood, 
had losses amounting to several 
hundred dollars, but the owners 
and employees, together with 
friends and customers, managed 
to save the greater part of the mer- 
chandise by working continuously 
throughout the flood. 

Robert B. Parish, vice-president 
of the organization and son of 
Smith Parish, told of the experi- 
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July flood causes damage 
in many towns in northern 
New York and Pennsylvania 
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After the water had begun to recede in Portville, N. Y. High water mark 
had been about 3 ft. above this level. Note the top of the automobile 
which is seen above the water to the right of the Smith Parish store. 





Canoes instead of cars had the right of way in Portville during the 
high water. The Smith Parish store is seen directly behind the canoe. 


ence by saying, “Our business sec- 
tion was not flooded until the wa- 
ter came down the river Saturday 
afternoon and evening, although 
our basement started to fill on Sat- 


urday morning. Although the wa- 
ter rose more rapidly than we had 
ever known before, we still had 
time to keep ahead of it. Of course, 


(Continued on page 78) 
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A TIMELY WORD TO MEN WHO SELL ROOFS... 

























@ Today offers a better chance to sell re-roofing 
than any time for many years! 

Payrolls are up... way up! ... and the supply 
of many durable goods that home-owners can 
c buy has just about vanished. Now. . . as never 
before . . . the wise home-owner is ready to 
use his surplus cash on modernization, on re- 
roofing, on any improvement that will increase 

the long term value of his investment! 

To help get your share of this waiting 
market, sign up with Barrett and investigate 
Barrett’3 1942 promotion plan. , 

It has everything you need to organize your 
re-roofing campaign—high quality products 
backed by Barrett’s 88 years in the roofing 
business plus the sort of selling tools you can 
use—direct mail campaigns, aids for personal 
selling, tested sales suggestions . . . 

It’s a program keyed to this fast-moving, 
timely situation. Send for details today ! 











ms THE BARRETT DIVISION 
ALLIED CHEMICAL & DYE CORPORATION 
ad 40 RECTOR STREET, NEW YORK 
ad 2800 So. Sacramento Ave., Chicago Birmingham, Ala. 
se, SHINGLES and SIDINGS ® ROLL ROOFINGS * ROCK WOOL INSULATION © PROTECTIVE PAINTS and CEMENTS © BLACKOUT PRODUCTS 
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Sidewall fixtures 
were remodeled to 
show the pottery 
items while the 
backgrounds were 
painted white. The 
housewares are at 
the store’s front. 








Promoting Colorful Pottery 


Catering to women has 
resulted in increased 
traffic and sales for 
Ypsilanti, Mich., store 


C OLORFUL pottery 


lines have increased volume in the 
housewares department and 
brought many more women cus- 
tomers to the store, says Alex J. 
Nulan, hardware merchant of 
Ypsilanti, Mich. More than a third 
of the space on the main sales 
floor is devoted to the display of 
housewares. This has enabled the 
company to show the merchandise 
attractively, a fact which in itself 
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has made a most favorable impres- 
sion on shoppers in this town of 
11,000. 

The company has always catered 
to women, with the result that to- 
day they are its principal cus- 
tomers. New defense work has 
come to the city and has brought 
many new workers and their fami- 
lies. Opportunities for new busi- 
ness have been plentiful and Mr. 
Nulan has capitalized on them. 

Women are always impressed 
by the store’s displays of pottery. 


Sidewall fixtures at the front were 
made over so as to display some of 
the items to better advantage. The 
backgrounds in these sections were 
then painted white. This sets off 
the brilliantly colored merchandise 
very well and, in addition, helps 
customers concentrate on the mer- 
chandise. Backgrounds must be 
repainted from time to time but 
this can be done easily and 
quickly. 

All display tables adjacent to 
these sidewall fixtures are used to 
show seasonal items or to feature 
some particular item or special. 
This means that the merchandise 
shown on the tables is changed 
frequently. This practice is one of 
the things that keeps women cus- 
tomers of the store continually 
interested. 

Tables are also painted white. 
Now and then the tops are covered 
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with colored crépe in order to 
secure some variety or to provide 
a different color scheme for some 
line of merchandise. This mate- 
ria! must be changed and the 
tables must be repainted frequent- 
ly. It is very important that a 
housewares department to spick 
and span at all times, says Mr. 
Nulan. 


Every so often a table will be 
used to show and feature a single 
line or item. Oven glassware is 
presented in this way most of the 
time and sales are always better 
when this is done. This is also one 
of the most popular gift lines in 
the store. 

A simple and effective promo- 
tion scheme has been worked out 
in order to remind shoppers of the 
store’s complete housewares de- 
partment. Window displays play 
an important part in this effort 
and seasonal items are shown the 


Island tables are 
used in featuring 
either a complete 
line or a single 
item. This shows 
glass ovenware— 
a popular gift line. 


major portion of the time. New 
goods are also played up in these 
trims. These displays are supple- 
mented by advertising in the local 
newspaper and by direct mail 


This merchandise is obtainable and is well worth featuring. 
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folders or circulars. A neat and 
complete display of all house- 
wares items in the store is also a 
big factor in keeping customers 
coming back and buying again. 


Attracts Women to Nulan’s 


Merchandise must be 
clean and arranged 
neatly at all times 
if shoppers are to 
be attracted. Here 
we see Mr. Nulan ar- 
ranging a display. 
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The Dean’s Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


‘i well worn sta- 


tion wagon met me at Kent, 
Conn., after an uneventful three- 
hour trip on a crowded train from 
New York. My _ grandchildren 
were so sunburned that they 
looked like Indians. The summer 
natives at the station were dressed 
for hot weather with open collars, 
shorts and slacks. I was suddenly 
ushered into a new world. Once 
when I landed in New York from 
Central America the people all 
looked queer as they were so pale 
compared with the people of Cen- 
Now the condition 


All the people en 


tral America. 
was reversed. 
the farm were so sunburned. 

We drove for six-and-a-half 
miles, first on a fine hard state 
road and then on an up-and-down 
hill, tree shaded, narrow, dirt 
road. Then the 100-year-old farm- 
house and the great barn, silo and 
numerous white outhouses loomed 
up. Rock terraces lead up to the 
house. What a lot had been done 
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Here 
surrounded by stone walls was 4 
well kept garden with all kinds of 
vegetables. 

The regular hired farm help 
had all departed to work for high 
wages in neighboring factories. 
The farm was being run by young 
college men—wages, board, keep, 
$4 a week in cash, four packages 
of cigarettes and three bottles of 
beer. 


since I was there before. 


Life on the Farm 


At sunset they came in from the 
fields and washed up for dinner. 
The kitchen was busy and the 
large table was being set. Soon 
the family and the “hands” were 
passing around dishes loaded with 
food, almost all of which had 
been grown on the farm. It was 
hard to believe that a large part of 
the world was short of food. 

After dinner we adjourned to 
the sitting room. The head of the 
house was repairing a meat cutter, 
the women were all sewing. Every- 





body worked (except me) and 
talked as they worked. At 10.30 
lights out! 

My small, low ceilinged room 
was on first floor. The old walls 
and doors were very thin. At 6.30 
the next morning I heard foot- 
steps on all sides. Rattling dishes, 
talk and laughter, a quick break- 
fast and they were all off to work. 
I found my daughter in the garden 
working on the tomato vines. She 
wore a large Mexican sombrero, 
moved down the rows as_ she 
trimmed, tied up and dusted off 
worms. I followed, smoked and 
talked. 

They have a small stream they 
have dammed up and made into a 
swimming pool. 

The tool house looked like a 
hardware store with pegs to hold 
each tool. On the white painted 
wall under each peg, painted in 
black, was the outline of each 
tool. If any tool was missing there 
was its empty space on the wall 
pointing like an accusing finger. 

I watched the “boss” cut grass 
with an electric lawn mower. He 
didn’t push—he was pulled around 
by the mower. The fine point was 
to make the turns. 


Raising Mink 

But the most surprising thing 
about the farm was a field where 
300 mink were lined up in cages. 
Mink today are worth about 
$13.50 each. Each female pro- 
duces about three young mink. 
Looks like easy money, but there’s 
the care and the feeding. 

Mink are night animals and 
they doze in their boxes all day. 
They are fed only once a day. At 
evening they come out into the 
open wired netting part of their 
cages and, being hungry, turn pin- 
wheels and squeal until they are 
fed. It is a strange sight to see 
300 of these small graceful ani- 
mals performing. 

Mink look innocent and harm- 
less—but beware. They are liter- 
ally handled with gloves—and 
heavy gloves. They would just love 
to snap off a finger with their 
sharp white teeth. Mink are can- 

(Continued on page 74) 
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Men in planes, men in tanks, men on ships, men in 
factories, men on farms, men and women in every 
form of war work supplying our armed forces and the 
forces of our allies. ‘ : 

MONARCH is proud of its part in meeting this emer- 
gency, in serving our government, in producing for our 
army and navy, producing night and day for Victory, 
Freedom and Peace. 

While MONARCH RANGE BUILDERS are diverting 
their efforts to make our 


LIVES SAFER — 


see that every MONARCH RANGE in the homes of 
your customers continues to make 


LIFE EASIER! 
| Order Repairs When Necessary From Factory] 


MALLEABLE IRON RANGE CO, 


Beaver Dam, Wisconsin 
in WAR SAVINGS BONDS 




















MSDONALD 


TULUM LUG 


Total war places heavy pro- 
duction burdens on the Ameri- 
can farmer. With a scarcity 
of farm labor, he needs, more 
than ever, the dependable 
running water service pro- 
vided by a McDonald System. 
The McDonald line is mod- 
ernly engineered — precision 
built— known and accepted 
everywhere. 





DEEP WELL SYSTEMS 


Series 400 and 600. Leaders 
in advanced engineering. 
Quiet, long life, unit con- 
struction. Completely acces- 
sible mechanism. 


SHALLOW WELL 
SYSTEMS 


Series 420. Dependable, 
niet, compact units with 
eatures that mean extra 

years of service and 

100% owner satisfaction. 


A COMPLETE LINE OF SHALLOW WELL, 
DEEP WELL AND HYDRO-JET SYSTEMS. 
ALL FACTORY-ASSEMBLED AND INDIVID- 
UVUALLY TESTED. WRITE FOR MC DONALD 




















ARTHUR C. LAMSON, 
president and _ treasurer of 
Arthur C. Lamson, Inc., Marl- 
boro, Mass., completed a half 
century in the retail hardware 
business on May 2. He was 
born in Bethel, Vt., Aug. 10, 
1867, attended Bryant & Strat- 
ton Commercial College in Bos- 
ton, was graduated with honors 
and became instructor in pen- 
manship and bookkeeping in 
that institution. In 1892 he 
formed a partnership with C. 
C. Trowbridge and founded the 
firm, of which he is now the 
head. in Marlboro. Mr. Trow- 
bridge died in 1905. In 1927 
Mr. Lamson completed the 
Lamson block and moved his business there. Hard work, 
he says, is hiss hobby and there can be no denying the 
fact for, in addition to his own business, he has been 
engaged in many outside activities. Mr. Lamson is a 
past president of the National Retail Hardware Associa- 
tion, the New England Implement Dealers Association 
and the New England Hardware Dealers Association and 
has been a member of the latter organization for 49 
years. He has been president of the Marlboro Coopera- 
tive Bank and is still one of its directors. He is a former 
president of both the Marlboro Chamber of Commerce 





ARTHUR C. LAMSON 
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.and the local Rotary Club and is at present vice-president 








and clerk of the board of directors of the People’s Na- 
tional Bank. In addition, he is past president of Hillside 
School, Inc., for boys. He has been a member of many 
civic committees and at one time was adjutant of the 
old Sixth Regiment, National Guards of Massachusetts. 
His fraternal affiliations include the Masons, Elks and 
the Grange. Mr. Lamsén is a member of the Unitarian 
Church and is also a member of the parish committee. 


ERNEST T. TRIGG, pres- 
ident of the National Paint, 


tion, Inc., started his career in 
the paint business in 1892 as 
an office boy with E. H. Haines, 
a manufacturer’s agent in Chi- 
cago. Subsequently he went to 
work for the Heath & Milligan 
Manufacturing Company, be- 
coming general sales manager 
in 1902. In 1908 he moved to 
Philadelphia as general man- 
ager of John Lucas & Company 
and became vice-president in 
1913 and president and general 
manager in 1922. He resigned 
this position Dec. 1, 1933, and 
established his business head- 
quarters in Washington, D. C., to devote his entire time 
to the service of the industry as president of the National 
Paint, Varnish and Lacquer Association, Inc. 

Mr. Trigg has long been a dominant figure in paint 
trade association activities, having been a member of the 
Educational Bureau since 1906, and chairman since 1927. 
He was president of the Paint Manufacturers’ Associa- 
tion of the United States in 1911, president of the Phila- 
delphia Paint, Oil and Varnish Club, 1918-21, president 
of the National Paint, Oil and Varnish Association, Inc., 
in 1922, and served as a director of the American Tung 
Oil Corporation since its organization. He has also been 
elected as honorary chairman and honorary member for 
life of the executive committee of the Philadelphia Paint, 
Varnish and Lacquer Association. 

For five months preceding the adoption of the Code of 
Fair Competition for the Paint, Varnish and Lacquer 
Manufacturing Industry, as chairman of the general code 
committee of the industry, Mr. Trigg worked unceas- 
ingly in the preparation of the industry’s code, following 
it through official channels until it was signed by the 
President of the United States on Oct. 31, 1933. In addi- 
tion to being president of the National Paint, Varnish 
and Lacquer Association, Inc., to which office he was 
elected for the third three-year term on Nov. 3, 1939, 
Mr. Trigg has also been a prominent figure in Philadel- 
phia’s civic and commercial life, holding many directo- 
rates and offices in banking and financial institutions and 
on educational and charitable boards. 

He is a member of the Union League, Philadelphia 
Country Club and Kiwanis Club of Philadelphia; the 
Duquesne Club, Pittsburgh, Pa., and the Chicago Athletic 
Club, Chicago, Ill. On June 30, Mr. Trigg was the guest 
of honor at a banquet sponsored by the Philadelphia 
Paint, Varnish and Lacquer Association and held at the 
Union League in Philadelphia in recognition of his ser- 
vices to the industry. Over 350 leading paint manufac- 
turers, and civic and industrial leaders from both this 
country and Canada were in attendance. 





ERNEST T. TRIGG 
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Kampoa Plastic CMfI Parts represent a complete package 
of plumbing items. They are available at a time when con- 


ventional materials are difficult to obtain 


Each Kampa 


part is a definite development and improvement in plumbing 


application 


Kampo Plastic Plumbing Parts replace critical 


material. They are available for immediate delivery. Each 
part packed in convenient display cartons 
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THE FOUR STAR PLASTIC FLOAT 


Standard size, 4°x5”". Made of non- 
corroding, tough, long lasting plastic. 
A big advancement over metal floats. 
Sold and recommended from coast 
to coast. 





THE FOUR STAR ALE PLASTIC DRAIN STOPPER 


Available in popular sizes. Easily in- 
stalled. A new, modern, non-corrod- 
ing stopper that is sanitary and long 
lasting. Permanent color, matching 
plumbing ware. 


THE FOUR STAR PLASTIC FLUSH ELBOW 


Standard sizes. Made of permanently 
white, dimensionally stable plastic. 
Nuts and gaskets to match. Makes a 


, Permanent, better, cleaner installation 


than metal elbows. 


THE FOUR STAR PLASTIC FLUSH BALL 


One universal size. Made of tough 
non-water absorbent plastic. Pliable 
enough to give a permanent water 
seal. Should many times outlast the 
average rubber flush ball. 


OTHER PLASTIC PLUMBING ITEMS ARE BEING 
DEVELOPED AND WILL BE ANNOUNCED SOON 






NO DELIVERY DELAYS +« NO PRIORITIES 


KAMPA MFG. CO. 
Plastics Galrication 


12132 W. CAPITOL DRIVE - MILWAUKEE, WIS. 













How’s Your Selling Vocabulary? 


Know the value of words 
if you want to be sure 
of clinching the sales 


().. picture may be 


worth 10,000 words but any hard- 
ware dealer or salesman can vouch 
for the fact that words are ex- 
tremely necessary in actual store 
selling. We all know, only too 
well, how every item in the store 
can be sold with the use of just 
the right words. We have all, at 
some time or other, experienced 
that sickly feeling of groping for 
the important words that we knew 
could close the sale if we could 
only find them. 

It should not be forgotten, how- 
ever, that although the customer 
is deeply impressed by seeing or 
handling the item he or she has 
under consideration, that same 
customer is very much influenced 
by what we have to say about 
that item. 

The first rule in the use of our 
sales vocabulary is that we must 
give as definite a description of 
the article as possible by choosing 
our words carefully and avoiding 
the use of general words that 
might apply to anything. It is 
always wise to suggest the good 
points rather than even mention 
any bad ones . . . that is to say 
the words we use must be positive 
—never negative. 

Exaggeration should always be 
avoided . . . the use of such words 
as “colossal,” “stupendous,” etc., 
lessen the customer’s confidence 
in any of the words one will use 
to sell. By the same token, we 
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should avoid comparison as much 
as possible and in particular such 
words as “cheap,” “sleazy,” 
“harsh,” “defective,” “awkward,” 
etc., as all of them serve to leave 
an unfavorable impression. 


Never Stop Studying 


No hardware clerk should ever 
stop studying words. The better 
his vocabulary, the better sales- 
man he will become. And here’s 
a tip from a very successful hard- 
ware dealer: 

“Read every ad in the trade 
journals and other magazines for 
they contain the finest selling 
words and ideas you can gather, 
for the best advertising agencies 
in the country have searched them 
out, tested them and found the 
ones they are using the best sell- 
ing words obtainable. These, used 
properly, can be just as effective 
in actual store selling as in the 
advertising by the manufacturer 
to the public.” 

But what words shall we use? 

First let us understand what 
points we shall talk about before 
we pick the words to bring out 





“Read every ad in 
the trade journals 
and in the other 
magazines for they 
contain the finest 
selling words you 
can gather.” 


those points. Almost every item 
in the modern hardware store can 
be fitted to three or more of these 
five points: (1) General appear- 
ance, (2) style, (3) material, (4) 
quality, and (5) color. 

There are many good words 
that can be used to accurately and 
effectively describe the general 
appearance of any item in the 
store. The author has noted these 
and other groups to follow from 
a lengthy study of advertising and 
from study of many, many selling 
conversations by some of the best 
hardware salespeople in the coun- 
try. 

Here are some of the best gen- 
eral appearance descriptive words 
in our list: 


attractive comfortable distinctive 

fresh gay neat 

novel practical trim 
well-made 


“Style” fits many general items 
sold in the modern hardware store 
and is becoming of more and more 
importance to the average custom- 
er in his or her buying. Here are 
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time.- tested “style” descriptive 

words: 

dressy trim fashionable 

formal elaborate latest 

neat informal — smart 
practical 


There are a great many words 
which may be used to successfully 
describe the material of which the 
object being sold is made. Some 
are adaptable to particular groups 
of items in the store——others to 
other groups. The reader will 
readily recognise those in the fol- 
lowing list best adaptable to any 
item that he may have in mind: 


delicate fine durable 
smooth thin rich 
silky shiny strong 
perishable glossy stiff 
coarse cool satiny 
wiry firm 


All of these are good, positive 
selling words: none are negative 
words. This classification is the 
one in which we are generally 
most tempted to use negative 
words as for example saying a 


particular piece of merchandise is 
“not heavy” instead of saying it 
“is light.” Always beware of and 
guard against the negative word. 

Here are some good words ,that 
may be used to describe the quality 
of merchandise: 


exceptional good 
machine-made careful 
genuine superior 
standard reliable 
guaranteed hand-made 
real exquisite 


The description giving most of 
us the greatest difficulty is that of 
making the color of an item stand 
out as something different. Here 
are a number of such time-tested 
words to use in giving color a 


sparkle: 

warm intense somber 
cool stimulating bright 
clear brilliant deep 
dull delicate vivid 
restful subdued faint 


There are two things we should 
always bear in mind when study- 
ing this problem: 

1—Stay away from over work- 
ed and carelessly used words. 

2-—Never use an inappropriate 
word and avoid slang terms. 
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LIGHT FOR SOLDIERS IN Wbeut 


. - « With Small Gasoline Motors 


“Adequate” lighting at the front line, or wherever elec- 
tric service is not available, can often mean the differ- 
ence between life and death. How vital then, are the 
portable “lighting” units, powered by Briggs & Stratton 
4-cycle, air-cooled gasoline motors, used by our armed 
forces. Their trouble-free performance affords depend- 
able power wherever and whenever needed. 


| 


wall 


Our entire resources are now devoted 
to supplying Briggs & Stratton gas- 
oline motors, to those whose equip- 
ment serves the war program, or is 
for “essential” civilian uses. 


If you’re now planning post-war pro- 
duction of gasoline powered appli- 
b> ances and equipment, or if your pro- 
ducts fit these classifications, write us 
and we'll serve you as best we can. 


Meanwhile Briggs & Stratton mo- 
tors (% to 6 HP.) now in civilian 
use, continue to set new records for 
trouble-free performance and long 
life. With reasonable care, their 
service can be still further prolonged. 
BRIGGS & STRATTON CORP. 
Milwaukee, Wisconsin, U. S. A. 
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Nicholson File Promotes 
Collier and Jenkins 


The Nicholson File Co., Provi- 
dence, R. L., has announced the 
appointment of John H. Collier 








JOHN H. COLLIER 


as sales manager, and Howard 
E. Jenkins as assistant 
manager. 

Mr. Collier entered the employ 
of the Nicholson File Co. soon 
after graduating from Brown 
University in 1906. From 1907 
to 1912 he represented the com- 
pany throughout the south and 
southwest territory. He became 
assistant sales manager in 1912. 
In that capacity he regularly at- 
tended for many years annual 
conventions of the Southern 
Hardware Jobbers’ Association, 
and the Mill Supply Association, 
and has maintained contacts with 
the trade by occasional visits in 
all the principal cities through- 
out the country. 


sales 





Mr. Jenkins was connected 
with the former Simmons Hard- 
ware Co., Boston and Philadel- 
phia, from 1915 to 1933, at which 
time he joined E. K. Tyron Co., 
Philadelphia, who purchased the 
hardware business of the Sim- 
mons Hardware Co., Philadel- 
phia branch. During this period 
his work was that of buyer, and 
in charge of the merchandise 
control department. In 1936 he 
became buyer of tools and other 
lines for Supplee-Biddle Hard- 
ware Co., Philadelphia. In 1938 
he entered the employ of the 
Nicholson File Co., representing 
the company in the eastern ter- 





HOWARD E. JENKINS 


ritory with headquarters in Phil- 
adelphia. In 1941 he was trans- 
ferred to the sales department in 
the Providence office. 


Advisory Committee Is Formed 
for Anti-Skid Chain Indastry 


The formation of eight indus- 
try advisory committees has been 
announced by T. Spencer Shore, 
chief of the Division of Industry 
Advisory Committees. 

Following is the committee for 
the anti-skid chain industry: 
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R. L. Vaniman, Automotive 
Branch, is the Government pre- 
siding officer; J. B. Bambenek, 
president, Peerless Chain com- 
pany, Winona, Minn.; Frank 
Bond, vice-president, McKay 
Company, Pittsburgh, Pa.; D. S. 





Brisbin, vice-president, Colum- 
bus-McKinnon Chain Corp., Ton- 
awanda, N. Y.; George J. Camp- 
bell, Jr., president, International 
Chain & Manufacturing Co., 
York, Pa.; W. D. Kirkpatrick, 
vice-president, American Chain 
Division, American Chain & 
Cable Co., Bridgeport, Conn.; V. 
J. Rumpler, Hodell Chain Com- 
pany, Cleveland, Ohio; Henry St. 
Pierre, president, St. Pierre Chain 
Corp., Worcester, Mass. 





PITTSBURGH STEEL 
ADVANCES MELVILLE 


N. F. Melville has been ap- 
peinted assistant manager of 
sales, steel and wire products, 
for the Pittsburgh Steel Co., 
Pittsburgh, Pa. Mr. Melville, 
who has held various sales posi- 
tions with the company for the 
past 15 years, will direct the sales 
of munitions and of manufactur- 
ers’ wire, in addition to his new 
responsibilities. 

DAVIS OPERATIONS 
HEAD FOR SCULLY 


Announcement has _ recently 
been made of the appointment of 
William L. Davis to the position 
of manager of operations of 
Scully Steel Products Co., United 
States Steel Corp. subsidiary. 
Mr. Davis has spent his entire 
business career with United 
States Steel subsidiaries. 


CENTRAL STATES HDWE. 
DINNER SEPT. 16th 


The Central States Hardware 
Club will hold its fifth annual 
dinner party Wednesday, Sept. 
16, in the Lincoln Rooms, 18th 
floor of the LaSalle Hotel, La- 
Salf® and Madison Sts., Chicago, 
Til. 

An afternoon and evening of 
entertainment will be provided 
starting with refreshments at 
3:00 p.m. and dinner at 6:30 p.m. 
Festivities will be completed in 
time to catch the special train 
for the Hardware Golf Associa- 
tion tournament which leaves at 
8:50 p.m. from the LaSalle Street 
station. 

The committee in charge of 
the dinner is headed by John D. 
McCue, Russell & Erwin Mfg. 
Co., chairman and vice-president 


of the club. 








ROEBUCK TREASURER OF 
HARRIS HARDWARE 


At the annual meeting of the 
stockholders and directors of the 
Harris Hardware Co., Washing- 
ton, N. C., held recently, E. Leon 


E. LEON ROEBUCK 


Roebuck was elected treasurer 
and manager of the company to 
succeed the late J. H. Harring- 
ton. 

W. Eugene Harrington was 
elected a member of the board 
of directors in place of his father. 
J. M. Hodges was elected secre- 
tary, assistant treasurer and as- 
sistant manager. Other officers 
re-elected were: W. B. Rodman, 
Jr., president; Frank W. Cox, 
vice-president. 

Mr. Roebuck has been con- 
nected with the Harris Hardware 
Co. since Jan. 10, 1919, and he 
and Mr. Harrington have been 
closely associated in the man- 
agement of the company. Under 
their guidance the company has 
grown to be one of the largest 
wholesale hardware firms in 
North Carolina. 





GILLETTE TO BROADCAST 
WORLD SERIES 


Gillette Safety Razor Co., Bos- 
ton, Mass., will sponsor the 
broadcast of the World Series 
this fall over the Mutual Broad- 
casting System using more than 
250 stations. The games will be 
broadcast throughout Canada 
and also sent by short wave to 
all parts of the world for the 
men in our armed forces. 
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AGE WHILE IT’S NEWS 


THE TRADE 


Hall Hardware Co. Holds 
Three-Day Summer Meeting 


The annual summer conven- 
tion, toy, gift and fall merchan- 
dise show of Hall Hardware Co., 





S. E. HUNT 


Minneapolis, Minn., dealer-owned 
wholesale house, attracted the 
largest attendance of dealers the 
company has ever had at its mid- 
year exhibit. Buying was very 
strong on all available lines of 
merchandise. Particular empha- 
sis, in the exhibit, was placed on 
gift and novelty lines. A limited 








line of furniture and furniture 
specialties was also shown for 
the first time. 

Officers of Hall Hardware Co. 
who were re-elected during the 
annual stockholders’ meeting last 
winter are: S. E. Hunt, Red Lake 
Falls, Minn., president; Amos 





Ss. P. DUFFY 


Marckel, Perham, Minn., vice- 
president, and S. P. Duffy, Min- 
neapolis, managew® secretary and 
treasurer. 


Committee Formed to Coordinate 


Machinery for War Economy 


The organization of a central 
committee of national retail as- 
sociations to meet the need for 
machinery to coordinate the in- 
dustry in the war economy has 
been announced by David R. 
Craig, president of the American 
Retail Federation. The commit- 
tee was organized in response to 
requests in the course of the in- 
ventory control meeting in New 
York on June 3 which was called 
jointly by the American Retail 
Federation and the National Re- 
tail Dry Goods Association. 

Membership in the committee 
is held by the merchant head 
and the paid executive of 18 na- 
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tional associations. Dr. Craig is 
chairman of the committee and 
the members are as follows: 

Henry W. Von Unruh (Cin- 
cinnati) and Charles T. Evans 
(New York) for American Na- 
tional Retail Jewelers Associa- 
tion. 

E. G. deStaute (Los Angeles) 
and Hector Lazo. (Washington) 
for Cooperative Food Distribu- 
tors of America. 

E. C. Mauchly (New York) 
and Paul H. Nystrom (New 
York) for Limited Price Variety 
Stores Association. 

M. J. Spiegel, Jr. (Chicago) 
(Washington) 





for Mail Order Association of 
America. 

Harry Sommers (Atlanta) and 
Ray Chamberlain (Washington) 
for National Automobile Dealers 
Association. 

Horace A. Taylor (Louisville) 
and F. J. Griffiths (New York) 
for National Association of Chain 
Drug Stores. 

F. M. Mayfield (St. Louis) 
and Lew Hahn (New York) for 
National Retail Dry Goods Asso- 
ciation. 

Burl F. George (Spring Val- 
ley, Ill.) and Paul M. Mulliken 
(St. Louis) for National Retail 
Farm Equipment Association. 

Lewis W. Cole (Louisville) 
and John A. Logan (Washing- 
ton) for National Association of 
Food Chains. 

Louis S. Bing, Jr. (Cleveland) 
and Roscoe R. Rau (Chicago) 
for National Retail Furniture 
Association. 

P. M. Brinker (Dallas) and 
Mrs. R. M. Kiefer (Chicago) for 
National of Retail 
Grocers. 

A. E. Herrnstein (Chillicothe) 
and Rivers Peterson (Indianapo- 
lis) for National Retail Hard- 
ware Association. 


Harold F. Volk (Dallas) 


Association 


and 





L. E. Langston (New York) for | 


National Shoe Retailers Associa- 
tion. 

T. Blair Willison (Cleveland) 
and Gerard M. Ungaro (Chi-’ 
ago) for National Voluntary 
Groups Institute. 

Morris Myers’ (Springfield) 
and Allen Sinsheimer (Chicago) 
for National Association of Re- 
tail Clothiers and Furnishers. 


Ward Melville (New York) 
and William Girdner (New 
York) for National Council of | 


Shoe Chains. 
John P. Nichols (New York) 
for Institute of Distribution. 
Louis E. Kirstein (Boston) 
anl David R. Craig (Washing- 
ton) for the Retail 
Federation. 


American 


has 
been invited to designate mem- 


Each national association 


bers on special committees 
formed to study and report to 
the Central Committee on ques- 
tions arising in the following 
fields: farm equipment, plumb- 
ing and heating, hardware; con- 


sumer durable goods: drugs and 


| 











tobacco products; jewelry; men’s 


clothing and hats; seasonal 
goods; shoes; small wares; tex- 
tiles, men’s furnishings, work- 
wear and house dresses; women’s 
ready-to-wear; trade and con- 
sumer education; inventory con- 
trol; orders; bulletins and local 
interpretations; rationing; retail 
credit; services; transportation; 
commercial rents. 

“Now that the organization 
stage has been completed,” Dr. 
Craig said, “we look forward to 
real progress by the whole retail 
industry in coping with the 
heavy burden of wartime prob- 
lems.” 


BUILDERS’ HARDWARE 
MEETING OCT. 6-8 


The joint convention of the 
National Contract Hardware As- 
sociation and the American So- 
ciety of Architectural Hardware 
Consultants will be held Oct. 
6-8, 1942, inclusive, at the Coro- 
nado Hotel, St. Louis, Mo. Frank 
H. Sherwood, 441 Lexington 
Ave., New York City, is execu- 
tive secretary-treasurer of the 


N.C.H.A. 


FISHELSON RECEIVES 
ARMY COMMISSION 


Joe 
sales manager of Hill-Shaw Co., 
311 No. Desplaines St., Chicago, 
Ill., manufacturers of coffee brew- 
ers, has reported for active duty 
as first lieutenant with the United 
States Army. He is now stationed 
at Fort Benning, Ga. 


E. Fishelson, midwestern 





J. E. FISHELSON 





Barrows Heads Sears; 


Was Former 


Arthur S. Barrows, one time | 


Hardware Man 


Gen. Robert E. Wood, who will 


Indiana hardware retailer, was | continue as chairman of the board 


elected president of Sears, Roe- 
buck & Co. recently. Mr. Bar- 





ARTHUR 8S. BARROWS 


rows has been vice-president in 
charge of the Pacific coast di- 
vision of the company since Jan- 
uary, 1941, and has had unusual 
success in directing Sears opera- 
tions in that region. He suc- 
ceeds Thomas J. 


died June 29. 


Carney who 


New York Gift Show 


Five thousand buyers, includ- 
ing representatives of wholesale 
and retail hardware companies 
and other gift outlets, attended 
the 26th semi-annual gift show 
held Aug. 24-28 in the Hotel 
Pennsylvania, New York City. 
The show was sponsored by The 
National Gift & Art Association, 
Inc., and directed by George F. 
Little Management, Inc. Perma- 
nent exhibits at 225 Fifth Ave., 
New York City, attracted numer- 
ous buyers as well. Numerous 
new adult and juvenile gift items, 
having both holiday and year 
‘round appeal, were shown in 
various types of plastics and in 


: 
wood, wax, glass, china, paper, 


pottery, leather, etc. There was 
a greater number of hardware 
concern buyers at the show than 
in previous years, and buying 
was heavy in most available lines. 

A war regulations meeting was 
held Tuesday evening in the 
Salle Moderne, in the hotel. Col. 
R. W. Hardenbergh, Board of 
Economic Warfare, spoke on ex- 
ports and imports, particularly 
with reference .to South and 
Central America. Price ceiling 
regulations were discussed by 
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lof directors, has been serving as 
acting president since Mr. Car- 
| ney became ill. Gen. Wood was 
| president of the company from 
1928 to 1939 when he was made 
chairman and Mr. Carney elected 
president. 

The new president of Sears, 
who is 58 years old, was gradu- 
ated from Yale University in 
1906 after attending the Chicago 
public schools and Oberlin Col- 
lege in Ohio. 

The first position Mr. Barrows 
had was with the Chicago whole- 
sale hardware firm of Hibbard, 
Spencer, Bartlett & Co. He left 
in 1910 to operate a retail hard- 
ware business for six years in 
Washington, Ind. 

Mr. Barrows was with Mont- 
|gomery Ward & Co. from 1917 
until early in 1925, being man- 
ager of the hardware and plumb- 
ing departments the last four 
years. His promotion to man- 





ager was made by Gen. Wood, 
then vice-president in charge of 
merchandising for Montgomery 


Ward. 





Attracts 5000 Buyers 


| Arthur Gang, OPA. The sub- 
| jects of priorities and allocation 
were discussed by F. E. Gaissert 
and Charles Bermann, both of 
| WPB. 

The association will also spon- 
sor gift shows to be held at the 
| Hotel Statler, Boston, Mass., 
Sept. 14-18, and at the Hotel 
Benjamin Franklin, Philadelphia, 
Sept. 28 to Oct. 2. Officers of 
the association are: Henry Un- 
derberg, Breslaur Underberg, 
| New York City, president; A. S. 
Henry, Little-Jones Co., New 
| York City, vice-president, and 
| George F. Little, George F. Little 
Management, Inc., 220 Fifth Ave., 
New York City, secretary-trea- 
; surer. 





| CENTRAL STATES DINNER 
DANCE CANCELED 

The Central States Hardware 

Club will cancel its announced 


dinner dance which was to have 
been held in the Century Hall 
of the LaSalle Hotel, Chicago, 
Ill., Oct. 18, 1942, prior to the 
joint convention of the American 
Hardware Manufacturers Asso- 








ciation and the National Whole- 
sale Hardware Association. 
The board of directors has 
voted to agree with both execu- 
tive committees of these two 
associations to eliminate all en- 
tertainment features. The club 
room, 1840 LaSalle Hotel will be 
open to all members and _ their 
guests during the convention. 


ALUMINUM LADDER CO. 
MOVES PLANT 


The Aluminum Ladder Co. has 


| poration to 





recently moved its equipment 
from Tarentum, Pa., to Worth- | 
ington, Pa., and is now occupy: | 
ing the buildings which formerly 
housed the Buffalo Woolen | 
Mills. The company is now 
completely engaged in the pro- | 
duction of war material, for the | 
most part sheet metal products | 
in aluminum and light gage steel. | 
ABILENE, TEX., JOBBER | 
DISCONTINUES BUSINESS | 
| 


The Ed. S. Hughes Co., Abi- 
lene, Tex., wholesale hardware 
distributors, with a branch in 
Lubbock, Tex., has discontinued | 
business, the stock in both houses 
having been sold. The company 
was founded in 1882 by Ed S. 
Hughes. 

A. S. Payton, vice-president | 
and buyer, and Bates Thatcher, 
sales manager and buyer, have 
not announced their future plans. 





HYGRADE SYLVANIA 
CHANGES NAME 


The stockholders of Hygrade 
Sylvania Corp., Salem, Mass., 
manufacturers of incandescent 
lamps, radio tubes and fluores- 
cent lighting equipment, acted 
to change the name of the cor- 
Sylvania Electric 
Products, Inc., at a recent meet- 
ing. This name became effective 
Aug. 12, 1942. 

It is also planned to use the 
trade name “Sylvania” on all the 
company’s products. This change 
will be made as rapidly as is 
consistent with economies’ of 
production and the conservation 


| of materials. 


ANNUAL OUTING 


Salesmen of the Masback Hard- 
ware Company, New York City, 
wholesale hardware distributors, 
together with some members’ of 
the company’s inside organization 
attended the annual salesmen’s 
outing on Wednesday, Aug. 19. 

The entire group spent the day 
at Indian Point, N. Y., after a 
ride up the Hudson on the Hen- 
drick Hudson. Softball, swim- 
ming and tennis were the order 
of the day and awards were 
given to the winners of the 
various contests. Dinner was en- 
joyed on the boat during the 
return trip. Approximately 75 
members of the Masback organi- 
zation attended the outing. 








THE LAST FLORENCE RANGE OFF THE LINE: The 
manufacture of ranges at Florence Stove Co., Gardner, 
Mass., came to a stop when this last range which will be made 


until after the war came off 


the assembly line. Florence 


officials, grouped around the range, are (from left to right): 


G. B. Colburn, superintendent 


; H. E. Golden, general sales 


manager; R. L. Fowler, president; Eugene Holland, vice- 
president; J. H. Foster, vice-president; J. W. Goguen, treas- 
urer and E. Magner, president of the Florence Workers’ 


Union. 
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ACME STEEL GIVES PICNIC FUNDS TO U.S.O.: Fore- 
going its annual employees’ picnic, Acme Steel Co., 2834 
Archer Ave., Chicago, Ill., turned over to the U.S.O. the 
appropriation which had been set aside for the event. This 
amount was in addition to the contributions made earlier by 


the company and by individual employees. 


C. L. Jackson, 


Acme employees’ picnic chairman, is shown presenting the 


$700.00 check to James A. Cunningham, chairman of busi- 


ness division, U.S.O. 


Collection of Domestic Hog Bristle Planned 


E. S. Phillips, president of 
Devoe & Raynolds Co., Inc., New 


York City, paint and brush man- 


ufacturers, has announced that 
his company is now dressing do- 
mestic hog bristle for use in 
making brushes. Heretofore, all 
hog bristle used in brush man- 
ufacture in this country was im- 
ported from the Far East, par- 
ticularly China and Siberia. As 
a result of the war, imports have 
been cut off and the domestic 
stockpile of bristle has been 
greatly depleted. 

The company has outlined a 
plan to and is cooperating with 
the Department of Agriculture 
in. the latter’s effort to gather 
hog bristle. Under the plan bris- 
tle will be collected from farm- 
ers at hog killing time through 
members of 4-H Clubs and rout- 
ed to centralized club headquar- 
ters or to the county agent of 
the Department of Agriculture. 
The collection agency will hold 
the bristle until sufficient volume 
has accumulated when it will be 
shipped to manufacturers who 
will clean it, process it and make 
it into brushes. 


“The inauguration of the do- 
bristle industry,” says | 


mestic 
Mr. Phillips, “ties in closely 
with the bristle reclamation pro- 
gram which was sponsored by 
Devoe & Raynolds Co. in June. 


(See Hardware Age, June 11, 
1942, page 57, and Aug. 6, 1942, 
page 28.) Many thousands of old, 
paint- hardened brushes _ have 
been purchased and turned in to 
the bristle reclamation plant at 
Louisville, Ky., for processing to 
reclaim bristle content.” 


SIMPLIFIED PRACTICE 
ON WORK GLOVE CLOTH 

Printed copies of Simplified 
Practice Recommendation R194- 
42, Jersey Cloth and Tubing for 
Work Gloves, are now available 
according to an announcement 
of the Division of Simplified 
Practice, National Bureau of 
Standards. 

This recommendation, devel- 
oped in cooperation with the ir 
dustry, covers recommended 
standard weights and gages of 
the cloth. Many manufacturers 
believe that elimination, of cer- 
tain types of cloth and adoption 
of the simplified schedule of 
recommended standard types will 
result in considerable savings. 
This simplified practice recom- 
mendation is effective from June 
1, 1942, for new production. 
Copies of the recommendation 
may be obtained from the Su- 
perintendent of Documents, Gov- 
ernment Printing Office, Wash- 





ington, D. C., for 5 cents each. 









Deliver the Service 
as well as the Goods 
to War-Construction Contractors 





























































You can give war-construction 
contractors and builders the service they're looking 
for on Circular Saw Blades. The nearest Simonds 
branch will give you prompt delivery on rated 
orders. And you can give them the goods they’re 
looking for, too.... Simonds “Red Center” Blades 
in all types and sizes . . . top-quality saws made 
.of the only kind of,steel that will stand up under 
rush work. “Red Center’’ Blades are tempered to cut 
faster, and to stay sharp Jonger. So don’t wait. Shoot 
in your rated orders today. 


SIMONDS SAW AND STEEL CO. 


1350 Columbia Road, Boston, Mass.; 228 First Street, San Francisco, 
Calif.; $20 First Ave., So., Seattle, Wash.: 127 So. Green St., Chicago, II1.; 
311 S. W. First Ave., Portland, Ore.; 31 W. Trent Ave., Spokane, Wash. 






Give your customers this EXTRA service, 
too... free 88-page illustrated book that 
tells a// about the use and care of Circular 
Saws. Write for your supply of this much- 
asked-for aid. 

























ALL WHITNEY COLORS 
MATCH THE US. 
GOV BUREAU 










CLINCH THE SALE... 
AND KEEP IT SOLD 
WITH WHITNEY’S 
SUPERIOR 
CONSTRUCTION 


2Whitn ey 


The Only Nationally Advertised 


HAMPERS 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 


F. A. WHITNEY CARRIAGE CO. 


Box 100, LEOMINSTER, MASSACHUSETTS 
SAN FRANCISCO 666 LAKE SHORE DRIVE, CHICAGO 





Al interior trame sart 
laces 
No rough edges te eatch om 


ONE PARK AVE 
NEW YORK 
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Council Booklet Gives Facts About 
Porcelain Enameled Utensils 


To consolidate in one simple 
form the principal facts that 
home makers, home economists, 
salesmen and other groups need 
to know about porcelain enamel- 
ed utensils, the Enameled Uten- 
sil Manufacturers Council, Cleve- 
land, Ohio, has just published an 
illustrated booklet, “An Outline 
Summary of Porcelain Enameled 
Utensils,” now being distributed. 

The booklet, sponsored by 17 
manufacturers of porcelain enam- 
eled utensils; members of the 
Council, gives a brief historical 
background of porcelain enam- 
eled ware, telling of the origin 
of cooking utensils and the de- 
velopment of enameling from its 
ancient uses as an art form to 
its application to commercial 
uses, and the development of 


| cooking utensils of porcelain 
| enamel on metal in the United 


States. In the section devoted to 
the modern era, attention is di- 
rected to the Research Fellow- 
ship sponsored by the industry 
at the University of Illinois. for 
the purpose of further insuring 
the quality of the ware. This 
research activity has been in 
progress for the past two years. 

In a second section, the book- 
let describes the manufacture of 
modern porcelain enameled uten- 
sils. A third section describes 
the two major classifications of 
porcelain enameled ware as (1) 
multi-coat ware and (2) one-coat 
ware. Other divisions stress the 


| care of enameled ware, its spe- 


cialized uses, suggested sets of 


| enameled utensils for families of 


various sizes, how to store enam- 
eled ware, etc. The final section 
of the booklet is devoted to ques- 
tions and answers, covering the 


Outside Employees Using Auto On 





principal facts that salesmen, 
homemakers and others should 
know about enameled utensils. 

Individual manufacturers are 
distributing the booklets to their 
own outlets, and throughout their 
own organizations. The booklet 
was exhibited informally at the 
recent convention of the Ameri- 
can Home Economics Association 
in Boston, and request cards 
were signed by hundreds of home 
economists for personal use, and 
for use in schools, colleges, etc. 

It was prepared under the su- 
pervision of the Lawrence H. 
Selz Organization, Chicago, as 
part of the educational campaign 
it is now conducting for the in- 
dustry. 

Manufacturers sponsoring the 
booklet include: Bellaire Enamel 
Co., Bellaire, Ohio; Belmont 
Stamping & Enameling Co., New 
Philadelphia, Ohio; Canton 
Stamping & Enameling Co., Can- 
ton, Ohio; Columbian Enameling 
& Stamping Co., Terre Haute, 
Ind.; Crundon Martin Mfg. Co., 
St. Louis, Mo.; Federal Enamel- 
ing & Stamping Co., Pittsburgh, 
Pa.; Fletcher Enamel Co., Dun- 
bar, W. Va.; Geuder, Paeschke 
& Frey Co., Milwaukee, Wis.; 
Jones Metal Products Co., W. 
Lafayette, Ohio; Lisk Mfg. Co., 
Ltd., Canandaigua, N. Y.; Moore 
Enameling & Mfg. Co., W. La- 
fayette, Ohio; National Enamel- 
ing & Mfg. Co., Milwaukee, Wis.; 
Polar Ware Co., Sheboygan, 
Wis.; Republic Stamping & 
Enameling Co., Canton, Ohio; 
Strong Mfg. Co., Sebring, Ohio; 
United States Stamping Co., 
Moundsville, W. Va., and The 
Vollrath Co., Sheboygan, Wis. 


Employer’s Business Under Wages-Hours 


The time spent by an outside 
employee driving an automobile 


| on business of his employer must 
be considered as time worked 


under the Fair Labor Standards 
Act, according to an opinion re- 
cently released by the Wage- 


| Hour Division, U. S. Department 


of Labor. 


, ees | 
The Division’s statement was 


specifically directed to the case 


| of an insurance company with | 
outside employees engaged in | 


the insurance business, but it 


| was pointed out that the prin- 


ciple involved would apply 
equally to other outside em- 


| ployees. 


Time spent driving to and from 





work, in the case where an em- 
ployee works regularly at a fixed 
place of employment, is not or- 
dinarily to be considered as time 
spent on business of the em- 
ployer and need not be treated 
as hours worked. 


Latest ware pe 
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Cc. A. HAMMOND 


C. A. Hammond, 75, Florida 
sales representative for the Mc- 
Kinney Mfg. Co., Pittsburgh, 
Pa., passed away recently at his 
home in Miami, Fla. 

Mr. Hammond spent practi- 
cally his entire life in the hard- 
ware business in 1884 starting 
with the Horseheads Screen Door 
Co. Later he was a partner in 
Rockwell & Hammond, which 
owned and operated retail hard- 
ware stores in Elmira Heights 
and Horseheads, N. Y. When 
this partnership was dissolved 
in 1911, Mr. Hammond became 
a member of Simonds Saw & 
Steel Company’s personnel. He 
was with them until 1915 at 
which time he joined the Mc- 
Kinney organization. He _ trav- 
eled the territory of New York, 
Pennsylvania, Ohio and West 
Virginia for a number of years 
and for the past several years 


had covered the State of Florida. | 





W. M. ENGLE 


W. M. Engle, 57 years of age, 
hardware and furniture dealer, 
at Hazard, Ky., head of the 
Engle Undertaking & Hardware 
Co., died of a heart attack at 
Hazard, Ky., Aug. 16, at his 
home in that city. Mr. Engle, a 
former president of the Kentucky 





Hardware Dealers’ Association, | 
was also a former mayor of Haz- | chief boatswain’s mate. 


ard, finishing a four-year term 
on Jan. 1, 1942. He had been a 
merchant in Hazard for 33 years, 
president of the Hazard Chamber 
of Commerce, director of the 
Kentucky Funeral Directors As- 
sociation and intere:ted in vari- 
ous business organizations. He 
is survived by his widow, mother, 


| two sons, and three brothers, 


four half brothers and two half 
sisters. 


CHARLES B. SCOTT 


Charles Burton Scott, marine 
hardware salesman for Sunde & 
d’Evers, Seattle, Wash., died at 
his home in Seattle recently. He 
was 62 years of age at the time 


|of his passing. Mr. Scott was 


born in Summerfield, Ohio, and 
had been a resident of Seattle 
for 57 years. He was a member 
of the Seattle Merchants Ex- 
change and had a wide acquain- 
tance among Pacific Coast ship 
masters. He is survived by his 
wife and three daughters. 


JOHN H. WILSON 
John H. Wilson, 54, Pt. An- 


geles, Wash., who had been in 
the hardware business for 30 
years, died on Aug. 16. He en- 
listed in the Coast Guard Re- 
serve last March with his young- 
est son and had been operating 
a patrol boat in the harbor as 


What the Contract Sdys 


HEN a business man signs a contract which turns 
out to have a meaning different from that which he 
expected, he is likely to be “stuck” with what the contract 
says. It’s not what he thought or intended but the words 
of the document that count. The Supreme Court of Okla- 


homa recently put it thus: 


“Contracts must be construed as made by the parties, 
even though the result may appear to be harsh, and the 
intention of the parties must be ascertained from what they 
have placed in the written contract. 

“Of all the rules relating to the construction of contracts 
the one of most importance is that the intention of the par- 
ties at the time of the contract must control. If that inten- 
tion is clearly and unequivocably expressed in the written 
contract, the literal words thereof must generally prevail. 
If the contract or any part thereof is reasonably susceptible 
to different meanings, it then becomes necessary to resort to 
other established rules of interpretation and construction.” 

If there is the slightest doubt about the meaning or the 
practical or legal effect of a document which a business 
man is asked to sign, he should submit it to his attorney for 
an opinion before he signs it, not after. 
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TAPER ROLLED BLADE 


Strongest construction open back type. Heavy 
section extends full width of blade from top 
to point of frog where strain is most severe. 
Blade and socket heat treated. 


RIVETLESS SOCKET 


No rivets. Socket is smooth and elimination 
of rivet holes increases strength of handle. 


HANDLES 


Northern ash. Attractively finished with a 
walnut color. Bug-proof lacquer. 


e Perfect balance. Supplied in D and long 
handle. Round and square point. 


AMES BALDWIN WYOMING CO. 


NORTH EASTON 
W.VA MASS 


PARKERSBURG 

















NEW BUILDERS’ HARDWARE MANUAL 


OF SPECIFICATIONS ISSUED BY WPB- 


Manual supersedes all builders’ hardware 
specifications previously issued. Comprises 
a set of maxima for architects and builders. 


The War Production Board has | 
issued a Builders’ Hardware 
Manual listing the size, kind 
and quantity of builders’ hard- 
ware that may be used in cer- 
tain types of construction. The 
Manual, dated July 15, 1942, 
supersedes builders’ hardware 
specifications previously issued by 
other Government agencies and 
comprises a set of maxima for 
the guidance of architects and 
builders. 

In Directive No. 5, the WPB 
ordered that the manual apply 
to construction contracted for by 
the Army, Navy, or Maritime 
Commission after Oct. 15, 1942, 
and by the Reconstruction Fi- 
nance Corporation, Public Build- 
ings Administration and _ the 
National Housing Agency after 
Aug. 15, 1942. 

Priorities for construction of 
war housing and of other build- 
ing projects costing more than 
$50,000 issued after Aug. 3 by 
the Construction Bureau of WPB 
will provide that only those items 
of builders’ hardware listed in 
the Manual and used as pre- 
scribed therein may be rated 
by the priority issued. 

It is estimated that the Manual 
will make possible a 95 per cent 
savings in the quantities of non- 
ferrous metal normally used in 
the production of builders’ hard- 
ware for new _ construction. 
Another advantage of the Manual 
is that it aids in effecting a con- 
centration of hardware produc- 
tion and in freeing additional 
plant capacity in this highly 
tooled industry for the produc- 
tion of war items. 

Previous orders restrict the 
materials which may be used in 
the manufacture of builders’ 
hardware to some extent, but the 
Manual goes a step further and 
places restrictions on the quan- 
tity and the type of builders’ 
hardware that may be used in 
new construction. 
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Construction covered by the 
Manual includes public type 
buildings, residential housing, 
cantonments and similar tempor- 
ary type buildings, industrial type 


OPA Broadens 


buildings and buildings for Army 
and Navy bases. 

Restrictions on __ residential 
housing, so far as builders’ hard- 
ware is concerned, are the same 


as in the Defense Housing Criti- 


cal List. Among some of the 
items that may not be used are 
the third hinge on doors, push 
and pull bars on doors, push and 
kick plates on doors. Most locks 
will have but one key, although 
cylinder locks may have two. 


| Most hardware will have a rust- 


resisting, black finish, since only 
a minimum plating will be al- 
lowed. 

It will still be permissible for 
architects to specify window 
hardware under mill work con- 
tracts when writing job specifi- 
cations. 








Conditions 


Under Which Price Increases 
May Be Made Effective 


(Washington Bureau 
of HARDWARE AGE) 

OPA recently broadened the 
conditions under which a seller 
may put in effect price increases 
announced during or prior to 
March, 1942, in cases where the 
seller did not make deliveries 
during March to all classes of 
purchasers at the higher prices. 
The changes are contained in 
Amendment No. 23 to the GMPR 
and are of application primarily 
to manufacturers and wholesalers 
in maintaining their March price 
structures. 

As amended, the regulation 
permits a seller who, during or 
prior to March, increased prices 
to all classes of purchasers of a 
commodity or service to make 
the increased price his ceiling 
price for each class of purchaser 
as long as he made delivery dur- 
ing March at the higher prices 
to any one of his classes of pur- 
chagers. However, if-after the 
general price increase, the seller 
delivered to a class of purchaser 
only at a lower price, the lower 
price is the maximum price un- 
less the delivery was made under 
a contract. 

From the outset the GMPR 
adopted as the primary pricing 
test the highest price for which 
a seller delivered a commodity 





or supplied a service in March. 
To avoid abnormal price differ- 
entials among ceiling prices to 
various classes of buyers, such as 
wholesalers or retailers, the regu- 
lation permitted a seller who in 





March inaugurated a_ general 
price rise and made deliveries at 
the increased price to at least 
one class of purchasers to apply 
the increase to other classes of 
purchasers by maintaining his 
customary price differential be- 
tween various classes of buyers. 

As a safeguard against use of 
the provisions where a price in- 
crease was used merely for bar- 
gaining purposes, the amendment 
requires that delivery or supply 
must have been made during 
March to at least one class of 
purchasers. 








Amended Order M-84 Narrows 
Use of Agave Fiber 


Amendments to General Pref- 
erence Order M-84 places new 
restrictions on the uses for which 
agave fiber may be processed. The 
total amount of agave fiber which 
may be processed into cordage 
is now limited. Previously there 
was no restrictions on cordage. 

Of the agave fibers, only 
bagasse waste may be used in 
manufacturing padding or stuff- 
ing, except that tow, waste and 
fiber less than 20 in. long may 
be used on orders for the Army, 
Navy, Maritime Commission or 
the War Shipping Administration. 

Processors manufacturing rein- 
forced paper, tape and plastics 
may use any agave fibers except 
Java Sisalana and Java Cantala, 
up to 50 per cent of the fiber 
content of their average monthly 





sales of such products for the 
12 months ended June 30, 1942. 

Agave tow, waste and fiber less 
than 20 in. long may be used 
without restrictions by processors 
in the manufacture of wrapping 
twine, binder twine, cordage, re- 
inforced paper, tape and plastics. 

No importer may sell or de- 
liver more agave cordage in any 
month than his average monthly 
sales of Manila and agave cord- 
age during the period from Jan. 
1, 1939, to Dec. 31, 1941. His 
monthly sale or delivery of wrap- 
ping twine, imported or domes- 
tic, is limited to not more than 
40 per cent of his avarage 
monthly sale of delivery of wrap- 
ping twine during the period 
from Jan. 1, 1939, to Dec. 31, 
1941. 
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Price Control Over Service 


Industries Revamped to Cover 
Consumers at All Levels 


(Washington Bureau 
of HARDWARE AGE) 

Revision of Federal price con- 
trols over service industries and 
trades—ranging from domestic 
laundering to stevedoring—was 
announced Aug. 14 by Price Ad- 
ministrator Henderson. 

In revising the recently issued 
Consumer Service Regulation 
(No. 165), the Administrator set 
up 61 major groups of services, 
embracing most of those impor- 
tant to the cost of living, to 
which the regulation is specifi- 
cally applicable. Coverage is ex- 
tended to include wholesale 
services and commercial and 
industrial consumers as well as 
ultimate consumers. 

The new regulation became ef- 
fective Aug. 19. 

Essentially, the revamped ser- 
vice regulation covers between 80 
and 90 per cent of the services 
previously included under the 
consumer service regulation. But 
while the consumer service regu- 
lation applied only to ultimate 
consumers other than commercial 
and industrial consumers, the 
new regulation applies to all the 
specified services, at whatever 
level the work is performed. 

The basic principle of estab- 
lishing ceiling prices at the high- 
est levels of last March remains 
unchanged, but the mechanism 
has been simplified. In addition, 
the setting of ceilings by the use 
of the rate or “price method” 
employed by the seller in March 
has been extended, while the 
use of the price of a “comparable 
service” as a means of fixing a 
maximum price has been elimi- 
nated. 

Among the more common ser- 
vices covered by the new regu- 
lation at all levels—retail, indus- 
trial, and commercial—are: 

The repair and rental of trac- 
tors, trailers, small or portable 
electrical appliances, bicycles, 
business machinery, store and 
kitchen equipment, and the de- 
veloping and printing of photo- 
graphs. 

Consumer services covered in- 
clude: 

Shoe repairing, dry cleaning, 
hat blocking and cleaning; re- 
pairs to hosiery, mothproofing; 
rental of food lockers; fur stor- 
age; picture framing: repairs to 


sewing machines, washing ma- 
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chines and radios; and the sharp- 
ening of tools, knives and 
lawnmowers. 

Services covered by the regu- 
lation and of particular interest 
to farmers are: 

Repair of farm machinery; 
commission selling; grinding, 
mixing, bagging, fumigating and 
sampling of grain done on a cus- 
tom basis; baling of hops; proc- 
essing of vegetables or fruit 
nuts; and the cleaning, mixing 
and bagging of seed. 

Industrial services covered in- 
clude: 

Stevedoring, customhouse 
brokers’ services; freight con- 
solidating, car loading and un- 
loading, rental of transportation 
equipment, and_ servicing of 
merchandise for shipment, except 
when performed by common car- 
riers; milling or drying of lum- 
ber by custom mills or dryers; 
steam cleaning and sand-blasting 
of buildings; and lubrication, 
maintenance and rental of air- 
craft. 

Other features of the new regu- 
lation: 

1. Provisions parallel to those 
in the general maximum price 
regulation are incorporated for 
adjustment of hardship cases. 

2. Developmental contracts, 
secret contracts and emergency 
purchases—when made for War 
Procurement Agencies—are ex- 
empt from price ‘ceilings, as in 
the general regulation. 

3. The regulation covers not 
only the services listed but any 
commodities sold’ in connection 
with the sale of these services. 

4. But the sale of a commodity 
in connection with a_ service 
which is exempt from the gen- 
eral maximum price regulation 
and from the service regulation 
is subject to the general regula- 
tion whenever a separate sale of 
the commodity would be subject 
to the general regulation and 
whenever a separate charge was 
made for the commodity during 
March. 

5. A provision similar to that 
in the general maximum price 
regulation requiring service es- 
tablishments to keep up-to-date 
the list of services and ceiling 
prices filed with the local War 
Price and Rationing Boards has 
been added. 











Out on the production line of our plant, 
nogas rangesare taking shape. Strange, 
incongruous machines of war are 
a-building there instead. But in our 
minds and in our laboratory is a grow- 
ing vision of the Grand Gas Range of 
the future . . . embodying a degree of 
convenience and efficiency women 
haven't yet dreamed of. That's our 
sighted objective—as soon as the im- 
mediate objective of winning the war 


has been accomplished. 


When Peace Comes It Will Be GRAND 
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HELP FARMS RAISE 


CAN HELP TO 


OU WIN THE WAR! 


Rural America needs help! Drained of man power, 
agriculture is called upon to produce a record breaking 
volume of food. The only answer is MORE labor-saving 
equipment for farms! 





Running Water is a big labor-saver. Furthermore, run- 
ning water increases food output. 


Deming—like all water system manufacturers—is faced 
with the double-duty of producing war products simul- 
taneously with new farm water systems. The unavoidable 
result is that deliveries of new systems are slowed up. 


But, pending deliveries, YOU can help existing owners 
get the most service from their old equipment by selling 
Deming Repair Parts which are available NOW for 
immediate use. That's how YOU can help to win the war! 


Write for complete details about Deming Repair Parts 
Assortments. 


THE DEMING COMPANY - SALEM, OHIO 





FARM WATER SYSTEMS 





| PRP Regulations Amended to 





Clarify Procedure and 
Redefine Use of Ratings 


Priorties Regulation No. 
which makes the use of the Pro- 
duction Requirements Plan man- 
datory 
American industry, has 
amended in two respects: To 
clarify the interim procedure to 
be followed by companies which 
have not yet received a PRP 
certificate; and also to redefine 
the permissible use of ratings by 
companies already operating un- 
der PRP. 

The regulation as originally is- 
sued permitted companies who 
had filed their PRP applications 
before July 1, 1942, but had not 
yet received the PRP certificates, 
to receive deliveries and apply 
preference ratings within certain 
limitations. The amendment omits 
the specific date, and makes this 


been 


Tron and Steel for Kitchen Utensils 


for a large segment of | 





11,| procedure available to any com- 


pany which is not in default in 
filing its application, so as to 
permit the placing of purchase 
orders at any time before the 
deadline for filing the PRP ap- 
plications, which may in certain 
cases be extended beyond June 
30. 

Another section of the amend- 
which 
have been operating under PRP 


ment allows companies 
during the second quarter of 1942 
to accept delivery of materials 
rated on their second quarter 
PRP certificate during the third 
quarter, if such delivery has been 
delayed, in addition to the ma- 
terials which they are authorized 
to receive by their third quarter 
certificates. 


Farther Reduced by Amendment to L-30 


Bearing down further on civil- 
ian use of iron and steel, WPB 
has cut its consumption in the 
manufacture of cooking utensils 
during the Aug. 1-Sept. 30 period 
to 70 per cent of the rate of use 
dpring the fiscal year ended 
June 30, 1941. This is a reduc- 
tion from the previously _ per- 
mitted use of iron and steel at 
a 90 per cent rate. This slash 
was made by Amendment No. 6 
to imitation Order L-30. 


During the same _ two-month 


period iron and steel may be| 





ticles, consisting mainly of 
kitchen ware and essential house- 
hold articles at a 50 per cent 
rate. Previously the rate per- 
mitted for this group was 70 per 
cent. The latest amendment sup 
plement’s Amendment No. 5 
which extended previous restric- 
tions during the first half of 
August, but does not affect a 
third group of household articles 
whose production was stopped 
June 30, 1942. The use of zinc 
in kitchen and household articles 
was further cut by Conservation 


used in a second group of ar-| Order M-11-b, issued recently. 


Regrooving of Tires Prohibited 


By Amendment to Order M-15-6 


Regrooving of tires without the 
prior written approval of the 
Director General of Operations 
has been prohibited by the WPB 
by Amendment No. 12 to Order 
M-15-b. This action was _ rec- 
ommended by the OPA in order 
to prevent the regrooving of tires 
on which the treads are worn 
smooth. 

At the same time the amend- 





ment prohibits the sale or pur- 
chase of scrap and reclaimed 
rubber except to or from the 
Rubber Reserve Co., in order to 
tighten Government control on 
transactions on all types of rub- 
ber. The Rubber Reserve Co., 
acting under previous WPB or- 
ders, has been the sole purchaser 
and seller of crude rubber, latex, 
and Balata. 
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for New Customers 


(Washington Bureau 
of HARDWARE AGE) 

A more direct method for sell- 
ers subject to the General Maxi- 
mum Price Regulation to estab- 
lish ceiling prices for classes of 
purchasers with which they did 


not deal in March was estab- 


lished Aug. 20 by the OPA. The | 


changes are contained in Amend- 
ment No. 23 to the regulation 
and are of application primarily 
to manufacturers and wholesalers 


in maintaining their March price | 
| competitive seller. 


structure. 





The amendment makes clear 
that the seller should first at- 
tempt to set prices 
by applying his customary dif- 
ferentials between classes of buy- 
ers. But if a seller did not have 
a differential of a customary 
amount between a class of sell- 
ers with whom he dealt in March 
and one with whom he did not 
deal in that month, he must 
adopt the ceiling price and the 
differentials of his most closely 


his ceiling 


Consumer Sales of Band and 


Hack Saw Blades Curbed 


The sale and distribution of 
metal cutting band saw blades 
and hack saw blades are limited 
to consumers with preference rat- 
ings of A-9 or higher by General 
Preference Order E-7 issued re- 
cently by the WPB. 

The order is effective Aug. 31. 
In an explanatory statement, 
WPB states that “it does not 
apply to sales or deliveries among 
retailers, distributors or manu- 
facturers who are purchasing for 
resale and not for use.” 





Exempt also from the order 
are hack saw blades not more 
than .025 inch thick and not 
more than 12 inches long con- 
taining no alloys. These may be 
purchased, sold and delivered 
without preference ratings. 

The small retailer whose stock 
‘of such blades as of Aug. 31 does 
not exceed $50.00 is also exempt 
This stock may 


without 


from the order. 
be sold and delivered 


preference ratings. 


New Ceiling Prices Set . 
on Agricultural Fertilizers 


(Washington Bureau 
of HARDWARE AGB) 

Sulphate of ammonia—one of 
the most important agricultural 
fertilizers—was brought under a 
specific “dollars and cents” price 
ceiling on all sales by producers, 
importers, and “primary jobbers,” 
in a new regulation issued Aug. 
17 by OPA. The new Maximum 
Price Regulation No. 205 is ef- 
fective Aug. 22, 1942, and pro- 
vides that the lower of the fol- 
lowing maximum prices may be 
charged: 

(1) The base price of $28.20 
per ton at inland oven plus the 
transportation charges to buy- 
er’s destination from the inland 
oven nearest the buyer’s destina- 
tion, or 

(2) The base price of $29.20 
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portation 





per ton at port, plus the trans- 
charges to  buyer’s 
destination from the port near- 
est to the buyer’s destination. 
Since distributional problems 
are entirely different in the far 


west shipments to the states of | 


Washington, Oregon, California, 
Montana, Wyoming, Idaho, Ne- 
vada, Utah, Arizona, and in the 
territories of Alaska and Hawaii 
are exempted from the regula- 
tion. 

The regulation applies only to 
producers, primary jobbers and 
importers, for the reason that 
maximum prices for mixed fer- 
tilizers containing sulphate of 
ammonia are already governed 
by Maximum Price Regulation 
schedules No. 135 and 108. 


OPA Announces New Method | 
to Establish Ceiling Prices 
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INDESTROS 
Trade Mark 
IS MORE THAN 


It's man power, trained crafts- 
men that count in our all-out 
production. Skilled hands pro- 
duce Super Quality Indestro 
Tools that are so vital today. 
The unusual service rendered 
by these famous tools is felt 
throughout the industry. 


To insure a steady flow of the 
nation's tremendous supply of 
vital equipment, Indestro is en- 


gaged in producing the finest 


time saving tools—its cqntribu- 
tion to ultimate victory. Supply 
the industries you serve that 
are engaged in war work with 
Indestro time-saving hand tools. 


INDESTRO MFG. CORP. 


Kildare at Schubert, Chicago, Ill. 














® People who never even tried to mend things 
before—who threw away broken or leaky metal 
articles and bought new—now find many of 
those new things aren’t to be had. 


®@ They’re prospects for Kester Metal Mender, 
and you'll make better customers of them by 
supplying it. They'll appreciate your friendly 
help in the war emergency. 


® Most of your trade already knows Kester 
Metal Mender—it’s been nationally advertised 
for years. It’s the convenient home solder any- 
one can use. The flux is right in the solder—no 
muss or fuss—just apply heat and the job’s done! 


® Display Kester Metal Mender near your 
cash register, in the attractive green 
display carton. It sells itself, repeats 
frequently and makes good profits 
for you. Order from 
your jobber! 




















KESTER SOLDER COMPANY 
» 4207 Wrightwood Avenue Chicago, Illinois 


Eastern Plant: Newark, N. J. 


Nee eeaeneet! Canadian Plant: Brantford, Ont. 


Yrevrte 


KESTER 


METAL MENDER 





New procedures for applying 
the high preference ratings as- 
signed under the terms of Pri- 
orities Regulation No. 12 are 
provided by a complete revision 
of the regulation announced Aug. 
11 by the Director General of 
Operations. 

At the same time, Priorities 
Regulation No. 1 has_ been 
amended to change the order of 
ratings in the AA series. Here- 
after, all AA-] and AA-2 ratings 
are to be treated as the same; 
neither will take precedence over 
the other. A new rating, AA- 








(Washington Bureau 

of HARDWARE AGE) 

| Manufacturers of consumer 
| goods and building materials 
j covered by OPA’s Maximum 
| Price Regulation No. 188, which 
| provided specific methods for 
pricing new goods, had their at- 
tention called recently to one of 
the new regulation’s reporting 
requirements. 

This regulation, which went 
into effect on Aug. 1, gave man- 
ufacturers a series of steps which 
they must use to determine their 
maximum prices for new articles, 
eliminating the need for advance 
application to OPA. 

One provision of the regulation 
required manufacturers to file 
with OPA by Aug. 20 a report 
in the event that new goods were 
offered between April 1 and Aug. 
1, 1942. 

If such a new article was prop- 
erly given a “final” maximum 
price under the General Maxi- 
mum Price Regulation, or Tem- 
porary Maximum Price Regula- 








New Procedures for Applying 
High Ratings Announced 


2x, is created which will be 
lower than the AA-l or AA-2 
rating, higher than AA-3. 

The purpose of this change is 
to raise all outstanding AA-2 
ratings to the AA-1 level with- 
out rerating them individually, 
and to provide a new rating 
which will correspond hereafter 
to the AA-2 level. When pro- 
visions for reratings were first 
made all outstanding AA ratings 
issued before that time were 
automatically changed to AA-2. 
The Aug. 11 amendment has the 
effect of raising them to AA-l. 


New Reporting Requirements for 
Maximum Price Regulation No. 188 


tions 3 (novelty floor coverings) 
or 5 (mattresses, springs, studio 
couches, etc.), the manufacturer 
must file a report giving a de- 
scription of the article and in- 
dicating the method by which 
the maximum price was deter- 
mined. 

If the new item was only “ten- 
tatively” priced before Aug. 1 
and now has been priced “final- 
ly” under the new regulation, 
the manufacturer must furnish 
OPA with the following informa- 
tion: 

A description of the article be- 
ing priced; any innovation in 
manufacturing process involved; 
explanation of the computation 
of the cost; and the maximum 
price. Also: a description oi 
each of the comparable articles 
used to find the price of the new 
item; their maximum prices and, 
if practicable, the volume of pro- 
duction for the three calendar 
months immediately preceding 
filing of the report. 








Permission to 
types of pipe fittings necessary 
for the operation of fire protec- 
tion sprinkler systems and for 





drain pipes was granted by the 


Prodaction of Sprinkler System and 
Drain Pipe Fittings Permitted 


manufacture | Director General of Operations 
recently in Amendment No. 3 to 
Schedule II of Limitation order 
L-42. 
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Stop Production On Domestic 


Space Heaters Except for War 


The WPB Aug. 5 issued Limi- 
tation Order L-173, cutting off 
further production of domestic 
space heater; calling for the use 
of fuel oil or gas, except to fill 
orders for the Army, Navy, Coast 
Guard, Maritime Commission, or 
War Shipping Administration. 

Types of heaters covered by 
the order are those designed to 
heat only the space in which they 





are located and which are not 
equipped with distribution pipes. 
Included are circulating heaters, 
radiant heaters, direct fired gas 
unit heaters, and floor and wall 
furnaces. 

The order permits the preduc- 
tion of replacement parts so that 
units now in operation can be 
kept serviceable. 


List of Persons Eligible to Buy New 
Bicycles Reduced by OPA Order 


(Washington Bureau 
of HARDWARE AGB) 

A drastic reduction in the list 
of persons eligible to buy new 
bicycles became effective Aug. 
15 in a move to fit the bicycle 
rationing program to a sharply 
decreased supply. 

With the issuance of a recent 
WPB order halting bicycle pro- 
duction at the end of August, an 
entirely new complexion was put 
on rationing plans drafted by 
OPA in expectation of continued 
output. The new regulations are 
designed to direct the limited 
supply of new adult bicycles into 
essential transportation uses. 


In its new list OPA has de- | 


fined the essential occupations as 
follows: 

Licensed physicians and -doc- 
tors of all types, public health 
nurses, druggists, embalmers, 
medical laboratory workers, and 
Red Cross or social workers; 
ministers and religious practi- 
tioners; U. S. mail carriers; fire 
fighters and public police officers; 
federal, state, local and foreign 
government employees engaged in 
public health or war efforts; per- 
sons performing construction, 
maintenance, and repair services 
or services of special nature at 
agricultural, extractive, or indus- 
trial establishments. 

Executives, technicians, engi- 
neers, and workers directly or in- 
directly connected with the war 
effort; persons engaged princi- 
pally in delivering goods and 
materials essential directly or in- 
directly to public welfare or the 
war effort, such as foods, drugs, 
radiograms, cables, telegrams, 
newspapers, general hardware 
and commercial laundry; farm 
workers; members of the armed 
forces of the U. S. or state. 

School teachers and officials; 
persons participating in organ- 
ized activities essential to the 
public health, safety or war ef- 
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fort, including activities of the 
Army, Navy, Red Cross, Office 
of Civilian Defense, etc.; travel- 
ing salesmen selling farm, ex- 


tractive, or industrial equipment, | 


food or medical supplies whose 
distribution is essential to the 
war effort. 

Inclusion in the classifications 
in the list does not automatically 
qualify an applicant for a bi- 
cycle. The “proof of need” re- 
quirements are more restrictive 
than heretofore, and need for a 
bicycle must be shown for four 
days each week. 


TIRE QUOTAS TO BE 
CUT IN SEPTEMBER 


Warning that tire quotas will 
have to be cut in September 
from the August level, the Office 
of Price Administration on Aug. 
21, called upon the local War 
Price and Rationing Boards for 
the “strictest possible interpreta- 
tion” of a recent amendment to 
the tire rationing regulations re- 
stricting truck eligibility to vehi- 
cles essential to the war effort 
or public health: and safety. 

A letter to the’boards explains 
that the War Production Board, 
which allocates rubber for mili- 
tary, civilian and other uses, has 
notified OPA that allotments for 
tires must follow a downward 
trend for the remaining months 
of 1942 in order to stay within 
the amount of rubber earmarked 
for the purpose. 


SEVEN NEW DEFENSE 
HOUSING AREAS NAMED 


The WPB has added seven 
new areas to the Defense Hous- 
ing Critical List. They are Lake- 
hurst-Toms River, N. J.; Golds- 
boro, N. C.; Zelionople, Pa.; 
Vincennes, Ind.; Pecos, Tex.; 
Laredo, Tex.,and Grenada, Miss. 
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HOLT 


8 Sander 





Senior Whirlwind 








PROFITS!! 


UNLIMITED RETURNS 


Possible Year After Year 
FROM RENTALS 
With 


FLOOR MACHINES 


A PERFECT RENTAL COMBINATION 
FOR HARD CONTINUOUS SERVICE 


Fastest, Cleanest-Operating 
Sander Made 


This new Holt Sander will please the most 
fastidious home owner and contractor alike. 
It is built for fast, hard and continuous ren- 
tal service and features the new exclusive 
~! demountable drum cushion, with over-size 
vacuum, all moving parts equipped with 
grease-sealed ball bearings. 


A Master of One Hundred Jobs 


The HORIZONTAL construction eliminates 
the old headaches caused by failure of 
motor and various troubles that owners of 
the UPRIGHT MODEL have experienced. 
These imperfections are absolutely solved 
by the new HORIZONTAL construction. 
Unquestionably trouble free and foolproof. 


Horizontal Rotary 
Edger EZA 77 


Absolutely Silent Drive 


This polishing machine guarantees you re- 
peat rentals. It is built for trouble-free ser- 
vice and will satisfy the contractor as well 
as the home owner. It will scrub and sand 
as well as polish. Sixty pounds in weight 
gives you an idea of its efficiency. 


Model SCHA-!2 


BUY NOW WHILE AVAILABLE 


The Greatest Name in Sanding Machines 


Thousands in Use 


WITH REVOLUTIONARY NEW 
PATENTED INSTANT CHANGE 
SPONGE RUBBER DRUM COVER 








Exclusive 
Patented 
Instant 
Change 
Sponge 
Rubber 
Drum 
Cover 





Western 
Factory & Sales 
Divisions 
255 Twelfth St., 
Oakland, Calif. 
U.S.A. 





(One of the 158 HOLT Patents and Claims) 
Write For Details How To Change Over 


Eliminates 
Old Methods 
Of Costly 
Labor 

and 

Waiting 

For 

Repairs 








Your Old Machine 
Eastern Office 


and Sales 

Division 
228 Jelliff Ave., 
Newark, N. J. 

U.S.A. 
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‘AND WAR - TIME oR DERS 


Purchasing Agents May Obtain Ceiling 
Prices Certifications From Sellers 


Suggestions that trade buyers 
can gain a measure of legal pro- 
tection from the sanctions of the 
Price Control Act by obtaining 
a ceiling price certification from 
sellers was contained in an in- 
terpretation released recently by 
OPA. The interpretation is in 
the form of a letter from OPA’s 
legal division in response to an 
inquiry from the National Asso- 
ciation of Purchasing Agents as 
to the responsibility of buyers in 
the course of trade or business 


for observance of OPA’s maxi- | 
mum _ price regulations. (The | 
Emergency Price Control Act of | 


1942 makes buyers in the course 
of trade or business equally 
liable with sellers to prosecution 
for violation of any regulation 


or order of the Price Adminis- | 


trator.) 


OPA’s policy, according to the 
letter, is to require trade buyers 
to exercise “good faith and an 
honest, reasonable judgment.” It 
is suggested that, as evidence of 
good faith, the buyer obtain 
from the seller a written certi- 
fication that the price of the 
commodity is not in excess of 
the legal maximum. However, 





the mere possession of such a cer- 
| tification does not automatically 
| relieve the buyer of liability, the 
| letter indicates. In addition, he 
|must have no knowledge or 
reason to believe that the price 
exceeds the maximum. Other cir- 
cumstances surrounding the sale 
also enter into consideration of 
whether or not the buyer acted 
in “good faith” and exercised 
| “honest, reasonable judgment.” 


Traveling Salesmen Allowed 
Only A and B Gas Rations 


Gasoline rationing regulations 
cannot at this time be modified 
to give salesmen preferred mile- 
age classification in view of the 
increasingly grave petroleum 
transportation shortage in the 
East, the OPA ruled recently. 

Emphasizing that OPA officials 
have considered problems of 


, PRP APPLICATIONS 
MUST BE FILED 
PROMPTLY 
Because WPB facilities for 
processing Production Require- 
ments Plan applications are now 
taken up with handling fourth 
quarter applications, J. A. Krng, 
Deputy Director General for Pri- 
orities Control, announced recent- 
ly that no additional third quar- 
ter applications can be processed 
unless they are sent in at once. 
A considerable number of third 


quarter applications are continu- | 
ing to come in from companies | 


deciding voluntarily to operate 
under PRP, even though they 
are not required to do so under | 
the terms of Priorities Regula- | 
tion No. 11, which makes PRP | 
mandatory for companies using 
more than $5000 worth of certain 
forms of metals in a quarter. 
Companies which do not sub- 
mit third quarter applications 


traveling salesmen for several 
months, and will continue to do 
so, Joel Dean, chief of the fuel 
rationing division, declared that 
there is not enough petroleum 
available in the eastern rationed 
area to permit salesmen more 
than a B ration book in addition 
to their A book. 





immediately are now advised 
that they cannot be accepted 
under PRP until the next 
quarter. The only exceptions to 
this rule are new companies or 
plants ready to start. 

August 10 was the deadline for 
filing fourth quarter PRP appli- 
cations by companies whose use 
of the plan is mandatory, and the 
time for accepting voluntary 
fourth quarter applications will 
also be limited. 


SERVICE TRUCKS MAY 
CALL BACK 


A general permit allowing re- 
pair and service trucks to make 
call backs was issued recently by 
| the Office of Defense Transpor- 
tation. The permit issued under 
| General Order ODT No. 17, 
applies only to trucks “engaged 
exclusively in the transportation 
of repair or service men and 
their supplies or equipment.” 
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Designed for today 
AND TOMORROW! 


CALIFORNIA 
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Plastic Tubular Latch and Lock Sets 
THESE COMPETITIVELY PRICED SETS 
FULLY COMPLY WITH DEFENSE HOUS- 
ING SPECIFICATIONS. 

2” Shatter-Proof Plastic Knob and Rose. 
Compact, Precision Die-Cast Latch. 


INSTALLATION: Bore two holes... tem- 
plate enclosed with each set. 


FINISHES: All standard finishes avail- 
able, including oxidized black. 







Rose. 


Wire or Write for Detailed Information 


California Ware 


DIVISION OF 


PLASTIC & DIE CAST PRODUCTS CORP. 
1010 E. 62nd Street, Los Angeles, Calif. 


Also Available 
in 2" Glass 
Knob and 








SWEET MUSIC 





FROM A PROFIT STANDPOINT 


WRITE FOR STORE FRONT BOOKLET 


Thousands of successful merchants will 
tell you that the effect of a new ZOURI 
Store Front is really sweet music —from 
a profit standpoint! For the attractive 
appearance and increased attention 
value actually stop the shoppers — pull 
them in—boost sales to new peaks. And 
you can be sure that a ZOURI Store 
Front will safeguard your competitive 
position “for the duration’—and many 
more years to come. It's a sound in- 


vestment from every angle. 
—while most Zouri dealers 
C7 py / still have ample stocks on 
eo hand. Send coupon below! 
— j 
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| STORE 
FRONTS 


Zouri Store Fronts, Niles, Michigan | 
Rush my copy of the new illustrated booklet on Zouri Store Fronts 
A- 
NAME ocieaiienineiaiiaieetaneearaceinie — | 
ADDRESS. | 
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Grow Beards 


To make the best possible im- 
pression and one that will last, it 
is well to add a touch of novelty to 
a good will tour. In preparation 






fate em Fon mares 
for their tour of several other 
cities, the business men of Fari- 
bault, Minn., grew beards—mut- 
ton chops, van dykes and full 
beards—and called themselves the 
’49ers. They wore pioneer clothes, 
in keeping with the name. It is not 
likely that anyone who saw them 
would forget the tour very soon. 


. a * 


Town Anniversary 

How old is your town? Is it 
time to celebrate an anniversary? 
Bloomington, IIl., merchants cele- 
brated the 90th birthday of the 
town and the 40th anniversary of 
their big fire. An 1850 costume 
contest and another contest to find 
the oldest automobile in town were 
rewarded with merchandise awards 
given by the businessmen. A band 
concert and speeches by city of- 
ficials rounded out the program. 


* * * 


Pet Parade 


Everyone seems to love a picnic, 
so a Farmers and Merchants Pic- 
nic is a good get-together to de- 
velop better understanding be- 
tween the town and country peo- 
ple. Marshfield, Ore., put on a 
very successful one. The festivi- 
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TRADE TRAFFIC BUILDERS 


COMMUNITY PROMOTION IDEAS THAT 
IMPROVE RETAIL HARDWARE SALES 


ties started with a Pet Parade, then 
a picnic lunch and speaking pro- 
gram, followed by an afternoon of 
competitive sports. 


* * * 


Lard Week 


Osage, Iowa, business men got 
behind a_ thoroughly _ practical 
piece of town and farm coopera- 
tion when they put on Lard Week 
which was staged in the hope of 
renewing the interest in lard as a 
shortening. Every day during the 
week, awards were offered for the 
best baked goods such as apple 
pie, oat meal and old fashioned 
cookies, dark and light cakes, 
biscuits, light rolls and doughnuts, 
all entries using lard for shorten- 
ing. A cooking school was held 
one afternoon and the entries in 
the lard contest were sold at auc- 
tion at 5:00 p. m. each day. AH 
funds derived were used for the 
promotion of lard. ' 

+ * * 


Town Kavalcade 


How about the history of your 
community? Do your people 
think they must go on a trip to 
visit historical spots? Perhaps a 
look at the history of your own 
section will give you the necessary 
ideas for a celebration. Kaukauna, 
Wis., put on the “Kaukauna Kaval- 
cade,” a historical pageant, using 
400 residents as actors. This 
pageant brings back the story of 
the first permanent white settlers 
there and depicts the 150 years of 
progress since their time. The cel- 
ebration also incorporates many of 
the other common features of a 
homecoming festival, such as 
parades, dances, etc. 


Sauerkraut—Uum! 
When Clintonville, Wis., put on 


a harvest festival, the business men 
served a half ton of sauerkraut 
and 500 pounds of weiners to their 


% nt | Ken 





farmer customers. Several hun- 
dred farmers and residents of 
nearby communities attended. The 
cooking was done in a big water 
tank and the sauerkraut was han- 
dled with new pitchforks. 


*~ * * 


Pie Contest 


Manistique, Mich., numbers the 
blueberry among its most profit- 
able crops and each year mer- 
chants stage a Blueberry Festival 
that attracts a great many people 
into the region. Yacht races and 
a Venetian night program on Lake 
Michigan are planned as a part of 
the entertainment. Other affairs 
are the blueberry pie baking con- 
test, a parade of callithumpians, 
dancing and sports. 


* * * 


Shoot a Picture 


An amateur photography contest 
sponsored by the Retail Merchants 
Association at Waverly, Ohio, 
proved highly popular with the 
public, and they anticipate repeat- 
ing it. Merchants displayed en- 
tries in windows but the pictures 
were sent out of town for judging, 
in order to ensure strict im- 
partiality. 
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Inlaid Silver 
Ruby Dishes 
Including many types of flat plates, 


fruit bowls, candy dishes and fruit 
baskets. Made in sizes of 8, 10, 12, 14 





and 18 in. Made to retail at prices 
ranging from 25 cents to $5. Circular 
matter available on line. Majestic Prod- 
ucts Co., 636 Broadway, New York 
City. 


Water Systems Catalog 
Issued by Myers 


The F. E. Myers & Bro. Co., Ash- 
land, Ohio, has published a new cata- 
log, No. WP42, enclosed in a “Swing- 
O-Ring” binder so that the pages may 
be easily added or removed. Shown in 
this catalog are representative types of 
Myers pumps, water systems and spray- 
ers Myers now builds that meet innu- 
merable needs of the army, navy and 
air force as well as the needs of sub- 
contractors and prime contractors en- 
gaged in war work. The types of equip- 
ment illustrated and described in this 
catalog include ejector or jet type 
pumps and water systems; double act- 
ing, reciprocating type suction pumps 
and water systems; reciprocating type 
deep well pumps and water systems; 
hand operated well and cistern pumps; 
bilge pumps for small boat use; galley 
pumps; field kitchen water tank pumps; 
oil transfer pumps; centrifugal pumps; 
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New and Improved Merchandise—Display Helps—Sales Literature— 
New Packages—New Colors—Catalogs 


hand sprayers for disinfecting, white- 
washing, mosquito control, oiling floors, 
etc.; power sprayers; power washers 
for cleaning trucks, cars and all other 
mechanized equipment. The name, ad- 
dress and telephone number of each 
Myers district representative appears 
in the catalog. 





“Old Hickory” 
Ceramic Cookware 


A line of cooking utensils said to be 
tough and resistant to shock and ther- 
mal shocks. These utensils can be con- 
verted into waterless cookers by using 
a simple insert inside the utensil. Man- 
ufacturer states that any fresh vege- 
table, meat or fruit can be cooked 
waterless without ever burning. Inserts 
are furnished in all needed sizes. Cook- 
ers have patented glaze said to with- 
stand any alkali or acid. Produced in 
only one color—a translucent chocolate 
brown. Cookware Associates, Bucyrus. 


Ohio. 











No. 66 X-acto Knife 


One hand push knife with finger tip 
control which opens or closes with one 
sliding motion. Press of finger clicks 
it open and another closes it. Of com- 














pact size it will fit flat in vest pocket. 
Made of stainless steel, the maker states 
that it employs a regular replaceable 
surgeop’s scalpel blade. Packed in black 
and gold package, complete with two 
extra replaceable blades. Suggested re- 
tail selling price, $1. X-acto Crescent 
Products Co., 440 Fourth Ave., New 
York City. 


“Steel Strapping” Folder 


“Steel Strapping Shipments” is the 
title of an authoritative article con- 
tained in an eight-page folder just re- 
leased by Acme Steel Co., 2840 Archer 
Ave., Chicago, Ill. Included are tables 
of sizes, weights and footages for both 
nailed and nailless types of strapping; 
tables on recommended sizes of strap 
for given package weights. A helpful 
series of 59 sketches reveal how ship- 
ments of practically every type should 
be reinforced for safe arrival. Two full 
pages of photographs illustrate interest- 
ing strap applications for a wide va- 
riety of items ranging from salt pork 
to giant army trailers, chemicals, crated 
planes, pulleys, tile, metal tubes and 
textiles. Copies are available on request. 
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Temperature Control 
For Oil Heating Units 


“A-P” Type U Temperature Limit 
Control for use with floor furnaces, 
central heating units and heaters using 
the vaporizing type of oil burner. Com- 
pact, sturdy, dependable. Said to assure 
controlled heat at a minimum of fuel. 
Control consi.ts of a charged thermo 
capillary tube, throttle and 


temperature in the bonnet or grille, act- 
ing through the thermo element, con- 
trols high or low oil flow to the burner, 
or in case of abnormally high tempera- 
ture, shuts off the flow of oil by positive 
Said to be accurate, easy 
to operate, and constructed with a 
minimum of critical materials. Equip- 
ped for completely automatic operation 
through wall thermostat by the simple 
attachment of thermostatic electric con- 
version set. Automatic Products Co., 
2450 No. 32nd St., Milwaukee, Wis. 


element, 


spring force. 


“MX Granules” 


For extinguishing magnesium fires. 
Made from non-critical materials. Man- 
ufacturer claims that control of mag- 
nesium fires with this product is simple 
and effective. Tests are said to show 
that, when spread over the fire, granules 
soften and seal the burning magnesium 
with an air-tight blanket, cutting off the 
oxygen supply and quickly extinguish- 
ing the fire. Same methods apply to ex- 
tinguishing of magnesium bomb-. The 
Philip Carey Mig. Co., 224 Wayne Ave., 
Lockland, Cincinnati, Ohio. 





shut-off mechanism, and safety constant 
level oil control valves. Thermo ele- 
ment can be placed either in furnace 
bonnet, or under floor grille, on floor 


type furnaces. Manufacturer states that 





DO YOUR PART 


WY Aduaklage 


OF THIS NEW 


TIMELY IDEA 


nm eo 
FOR VICTORY 


“Make them last!” That’s the order of 
the day for furniture, screens, cabinets 
and other wooden articles. And that’s 
why this new Acme sales idea fits right in 
with the times. The red, white and blue 
REPAIR labels on your display boxes of 
Acme Corrugated Fasteners act as a re- 

] minder to your customers—it emphasizes 


SS Px one important way in which they can aid 
mae egg OD he Victory effort. Set th : 
ha oe the Victory effort. Set the Acme Fastener 

" a display box up in front—and watch it go 


to work for Uncle Sam and you. If you 

now have Acme display cartons without 

u we the repair labels, write us today for the 
\ number of labels you need. 


ACME TACK-POINT CORRUGATED FASTENERS 


Anyone who can use a hammer can use Acme Fasteners. Easily and 
quickly applied, they assure stronger joints. 
points and sharp cutting edges they penetrate but do not crush the 
wood fibres. You will find all kinds of prospects for this inexpensive 


Victory item among home owners, cabinet makers, carpenters, and 
wood working hobbyists. Insist on genuine Acme Steel Wood Joint 
Fasteners. 


ACME STEEL COMPANY 
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With their long beveled 





2838 Archer Avenue 
CHICAGO, ILLINOIS 


Branches and Sales Offices in Principal Cities 


WHATS NEW 





One-Piece Coffeemaker 


Made of “Pyrex” brand glass. Birch» 
wood handle in natural color with satin 
finish. Packed in strong box, six boxes 





in master-box. Suggested retail selling 
price: $5.00 with filter paper. Extra 
filter paper $1.50 for pack of 100. 
Chemex Corp., 123 E. 37th St., New 
York City. 


“Chimney Sweep” 
Soot Destroyer 


Cleans heating units of costly fire 
scale and soot from fire box to chimney 
top. Manufacturer states that its reg- 
ular use will prevent further accumula- 
tion and help eliminate sparks and 
chimney fires. Can be used for coal, 
oil or gas furnaces, and is said to be 
non-inflammable and non-explosive. A 
48-0z. can is said to constitute a whole 
winter’s supply. Suggested retail sell- 
ing price—48-oz. can, $1; trial, 12-oz. 
can, 29 cents. G. N. Coughlan Co., 422 
Alden St., Orange, N. J. 


Ceiling Price 
Shelf Markers 


Printed on celluloid acetate for 
cleanliness and durability. Simple to 
use and can be inserted behind regular 




















price tags. Require no changes in mer- 
chandise or tags. Suggested retail sell- 
ing price—50 cents for a package of 
200. Merchandiser Press, 130 W. 17th 
Street, New York City. 
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‘“Cameo Ware” Pottery 


Cookingware and dinnerware. Clear, 
hard, over-all glaze is said to protect 
every portion of ware. Designed in pink 





and blue, broken with carved out white 
blossom motifs. Manufacturer claims 
that chemicals in soaps and washing 
powders, acids in lemon juice, vinegar 
and hard general uze will not mar the 
luster and beauty. Harker Pottery Co., 
East Liverpool, Oh‘o. 


Builders’ Hardware 
Catalog 
Griffin Mfg. Co. of Erie, Pa., has is- 


sued a catalog covering a complete line 
of butts, hinges, brackets, door bolts, 
handles, pulls, latches, garage door 
holders and sets. Catalog also gives in- 
formation regarding the different items, 
manner of packing, weights and con- 
tents of packages and other data. Price 
lists are separate from the catalog. 


Shovel Training 


The Union Fork & Hoe Co., Colum- 
bus, Ohio, has issued a shovel training 
booklet titled, “How to Get More Work 
Out of a Shovel.” It includes pictures 
to show the right and wrong ways to 
perform various shoveling operations 


SHOVELING EASY 


- +. Manor sars.ga most 





and the type of shovel to be used for 
each major class of work. Copies ob- 
tained, without cost, by writing to the 
company. 
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Rat Killer 


“Rat-Exit”—said to be an economical, 
efficient means for exterminating rats, 
mice, cockroaches and water bugs. Can 


be spread on small bits of bacon, apple 
or cheese to assure success when rats 
or mice pass by. Generally only neces- 
sary to spread on bread. Rats like its 
odor, eat it readily and go outside to 
die. Suggested retail selling price: 
3-0z. package for 35 cents. Available 
to hardware dealers at $2.40 per dozen. 
On orders of one dozen extra jar in- 
cluded free. Counter display,  illus- 
trated, available. Wisconsin Pharmacal 
Co., 217 No. Water St., Milwaukee, 
Wis. 


Builds Rieu Gusine 
Department 
(Continued from page 27) 


Rugs were shown in limited num- 
ber at first, the inventory for this 
part of the floor covering business 
being built up in the same 
fashion. 


Two Grades Handled 


Only two grades of smooth sur- 
face floor covering are handled, 
one at 60 cents and the other at 95 
cents per square yard. Yard 
goods are sold with or without in- 
stallation charges included, and 
the work is turned over to four 
linoleum mechanics who lay the 
coverings at a flat rate. Rugs are 
offered in but one grade and two 
sizes, 7.6 by 9 ft., for $4.95, and 
9 by 12 ft. for $6.95. Mr. Lep- 
ender states, “Color combinations 
sell this merchandise. If a woman 
has a red kitchen she will want a 
pattern containing red and she 
will almost always want some- 
thing that is in harmony with the 
room in which it will be used.” 
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Sell wis 


Fast Heating 
Fast elling 
MIAMI evectric 


BATHROOM HEATER 





\ 

Es 
Framed in brilliant chrome, the 
Miami electric room heater quickly 
removes the chill from the bath- 
room, dressing room or kitchen. 
The motor-driven fan behind the 
heating arrangement distributes the 
heated air to every part of the 
room. The warm air circulated by 
the motor-driven fan is convenient 
for hair drying. The attractively 
designed grille, with its close spac- 
ing, makes it impossible for even a 
small child to come in contact with 
the electrical or mechanical parts 
of the heater. 


CASCADE ACCESSORIES 
Another MIAMI Profit-Making Line 


Thirty-one items; chrome plated; recessed 
and projection types. Easy to display; fast 
selling. Ask your jobber or address Dept. 
HA. 


















































MIAMI CABINET DIVISION 


The Philip Carey Mfg. Company 
Dependable Products Since 1873 


MIDDLETOWN, OHIO 

















Looking 
for a 
Hardware 


Store ? 


Tue place to find it 
is under the heading of 
Business Opportunities 
in the Classified Oppor- 
tunities Section of the 
regular issues of Hard- 
ware Age. 

By watching the for-sale 
ads you'll be reasonably 
sure to secure a good 
paying business at a fair 
price or better still, let 
the trade know the kind 
of a store you are look- 


ing for. 
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Classified Opportunities Dept. 
100 East 42nd St., 


New York City 








SALES OF 1,418 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


Juiy, 1942 Comparisons 


SUMMARY 





July’42  July’42 





No. Stores vs. vs. July, ’42 July, 41 June “42 
July’41 June’42 
Total 1,418 —2 7 $9,044,840 $9,235,525 $9,678,373 





First seven months, 1942, showed 17 per cent gain over 1941. 
1942—-$73,411,488; 1941—$62,819,673 





Per cent Change Dollar Sales 














Number July °42 July ’42 
of firms vs. vs. : 

States by Regions reporting July’41 June ’42 july *42 
New England 79 — 8 —9 679,185 
Maine. 9 —14 —13 66,600 
Vermont & N. H. 10 -§ —§ 195,220 
Massachusetts 43 —ll —ll 292,974 
Rhode Island ; . oe 
Connecticut $ a ee 
Middle Atlantic 142 + 2 12 839,006 
Pennsylvania 142 +2 12 839,006 
East North Central... 432 —2 —ll1 2,535,428 
Ohio ; 118 +4 —13 735,875 
Indiana 66 + 3 —]4 414,851 
Illinois . 107 —4 —9 535,988 
Michigan 46 — 6 —9 322,435 
Wisconsin 95 —7 —7 526,279 
West North Central 200 — 3 - 8 706,850 
lowa hee 61 — 8 — 8 242,738 
Missouri 50 — § — 8 195,608 
Nebraska 42 +10 —l1 112,018 
Kansas eye 47 + 1 - 6 156,486 
South Atlantic . 55 —§ —§ 301,238 
South Carolina 12 — 8 —}] 73,818 
Georgia 24 — 3 + 3 125,004 
Florida ; 19 +2 —4 102,416 
East South Central ; 14 —2 — 8 76,591 
Alabama ake 14 — 2 — 8 76,591 
West South Central..., 114 — 3 + 695,232 
Arkansas 19 +20 —4 117,445 
Oklahoma 34 — 3 — ¢ 136,477 
Texas 61 — 8 + 2 441,310 
Mountain 103 —4 -~ 6 828,783 
Montana 22 ~13 — 3 177,747 
Idaho 20 —12 — 6 131,453 

Wyoming mS eee aa Be (Sy See 
Colorado 27 +4 —2 131,299 

New Mexico ° ; 
Arizona ’ 8 u— § —}3 134,267 
Utah 10 +68 — 2 72,571 
Nevada me Te, ww, one eee <9 eee eee 
Pacific ne : 279 — ] — § 2,382,527 
Washington 40 —2 —2 219,723 
Oregon 32 + $ +4 397,397 
California 207 — ] — ] 1,765,407 
Chicago, Il. 25 —15 —17 81,084 
Los Angeles, Calif... . 28 +9 + 1 346,612 
Portland, Oregon 8 +14 +2 42,408 
San Francisco, Cal. . 24 +18 —l1 128,911 
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* Note while stores in these states are included in grand total, figures for 
these states are not shown in this chart because of insufficient data. For states 
marked # the change was less than 0.5 per cent. Compiled by Bureau of the 
Census, U. S. Department of Commerce. 
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SWITCH PLATES and PROTECT-O-SHIELDS 
available for immediate shipment 


Free... 


(with Deal) 


FOUR COLOR 
SUPER DISPLAY 


measures 
22"x271/." 
—mounts on coun- 
ter, window stage 
or wall. 


Canadian Distributor 
KAHN, BALD & 
LADDON, LTD. 

69 York St., Toronte 


GITS ML ise # 





Here is a deal with great merchandis- 
ing possibilities. A complete range of 
Switch Plate and Protect-o-shield styles 
and colors that harmonize with any wall 
or wallpaper (including luminous plates 
that glow in the dark). Four color Super 
Display FREE. Send to your jobber for 
Deal No. 42 TODAY—Retail value $34.69. 


Dept. HA-5 


s 
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For more profits and larger 
dollar volume,, give feature 
display space to the Combina- 
tion Peeler and Green Bean 
Slicer. An outstanding value 
at 25c—Nation-wide promotion 
and demonstration have cre- 
ated real consumer demand. 
On beautiful new four-color 
lithographed card. 


BOTH “NEE-ACTION" PEELERS ARE DOUBLE EDGED—CUT 80 


MILLION! 


ANNUAL SALES NOW OVER 


TWO AND ONE-HALF MILLION 


Proof that ‘‘Nee-Action’” Peelers are 
Quality products with customer appeal. 














REMOVES 7 
PAPER Tri Pete 


WAYS IN A NATURAL KNIFE LIKE MANNER—EASY TO US& 


EITHER RIGHT OR LEFT HANDED. 





POINT OF BLADE IS 


SHARPENED FOR EASY REMOVAL OF EYES AND BAD SPOTS. 





> 





SR WA 


LOATIN 





#3 "“'Nee-Action" Peeler — The 
world. On beautiful new three- 
color lithographed card. Re- 


tailing at 10c. 





PROMPT DELIVERIES ASSURED 


See your jobber or write direct. 


M & M MANUFACTURING CO. 


732 N. MORGAN ST. 


CHICAGO, ILL. 
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largest selling peeler in the | 





N O wonder Phoenix and Juniata shoes have 
been preferred by the trade for over 50 years. 
They're made of special analysis open-hearth 
steel, insuring extra long wear. They're de- 
signed and built by experts, which accounts 
for their correct shape, easy fit, and uniform 
punching, creasing and shaping. And they 
are made in every type and size for both mules 
and horses. 


PHOENIX 


Ever Ready 


PHOENIX JUNIATA 


Short Heel 


Hind 


Toed and 
Heeled 


Horse 
- Shoe 





* 
Made in Front and Hind 
in Extra Light, Light, 
and Snow pattern. 





SWEETS 
Toe Calks 





Country Pattern 


PHOENIX 


Noiseless Mule 


JUNIATA 
Light Mule 


Blunt 












. 


Note High 
Inner Rim 











PHOENIX 
Noiseless 
Horse 
Shoe 





Front 
Polo 


Leading jobbers every- 
where distribute Phoenix 
and Juniata horse and 
mule shoes on an es- 
tablished policy through 
regular trade channels. 





Phoenix also manufactures Turned Heel shoes, Sport 
shoes, Hooks and Shuts, Spuds, Drop Forged Welding 
and Slip-On Flanges, Commercial Forgings, and other 
similar items. 


PHOENIX MANUFACTURING COMPANY 


Joliet, Illinois, Catasauqua, Pa., 
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Ceilings on rubber heels 
Maximum prices that shoe repairmen 
may charge for rubber heels, attached 
to the shoe, are set in a new regulation 
announced Aug. 11 by the OPA. All 
grades of rubber heels, toplifts, and 
heel bases used in shoe repairs—line: 
formerly manufactured as well as the 
new Victory heels made according to 
WPB rubber-saving specifications—are 
covered by the order which sets the 
maximums to be charged by manufac- 
turers, jobbers, and shoe repairmen. 


Fluorescent, other lamps 
Another substantial reduction affecting 
the list prices of G.E. Mazda fluores- 
cent lamps and costs of wartime light- 
ing, effective Sept. 1, was announced 
at Nela Park, Cleveland, Ohio, by the 
General Electric Co. lamp department. 
This price reduction ranges from 12 to 
27 per cent on individual G.E. Mazda 
fluorescent lamps. The price reduc- 
tion was attributed by General Electric 
officials to a combination of new econ- 
omies, recent technical developments, 
and increased use of the product in 
war industries. The 40 watt white G.E. 
Mazda F lamp now lists at 95 cents 
instead of $1.15. Other lamp types re- 
duced on Sept. 1 by GE include three 
G-E Mazda H (mercury) lamps, each 
widely used for wartime lighting in 
manufacturing plants, as well as 40, 
50, and 60-watt household filament-type 
G-E Mazda lamps. The latter will list 
at 10 cents each instead of the 13-cent 
list price. Popular types of G-E Mazda 
F lamps reduced are as follows: 14- 
watt T-12 from 80 to 70 cents; 15-watt 
T8 from 65 to 57 cents; 15-watt T-12 
from 80 to 70 cents; 20-watt T-12 from 
80 to 70 cents; 30-watt T-8 from 80 
to 70 cents; 40-watt T-12 from $1.15 
to 95 cents; and, 100-watt T-17 from 
$2.60 to $2.15. These prices refer to 
the daylight and 3500 deg. white. Prices 
were also reduced on soft white and 


colored G-E Mazda F lamps. 
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Curb lifted on borax—lInven- 
tory restrictions on borax and _ boric 
acid were removed Aug. 8 by the Direc- 


tor General for Operations, to permit 
industrial stock piling of these mate- 
rials. 





Declines 


Mazda fluorescent lamps. 
Certain other lamps. 





Grass shears, hedge shears, 
pruning shears—Since the stoppage 


of production, wholesalers’ stocks have 


been reduced rapidly. Many dealers 
are taking their normal requirements, 
while they are still available. Jobbers 
have covered regular customers’ needs 
where possible, but when present stocks 
are exhausted there will likely be no 
further supply for the duration. 


* ” * 


Scythes and snaths—Heavy 
demands have depleted jobbers’ stocks, 
and manufacturers have ,used up their 
reserves, to a point where a general 
shortage is reported, with no early re- 
lief in sight. Snath deliveries are slow, 
due to difficulty in securing malleable 
fittings, etc. The growing shortage of 
first grade ash timber is also causing 
concern to the manufacturers. 

* * * 

Corn knives, hay knives, 
hedge knives, beet knives—A heavy 
demand is taking up each available 
supply as fast as it is located, and fac- 
tories are several weeks behind in de- 
liveries. Heavy crops are adding to the 
unusual demand, and jobbers’ stocks 
are mostly very low or “sold out.” 


* * * 


Hose fixtures and accessories 
—Jobbers’ stocks are about cleaned out, 
especially in lines involving brass and 
copper, where manufacture has been 
stopped. In many cases, plastics are 
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replacing metals, but the substitute 
lines are very limited. Many manufac- 
turers, unable to furnish satisfactory 
substitutes, will likely be out of the 
market for the duration. 
* % OK 
Shovels, scoops and spades 
The simplification program, under 
Order L-157, effective Sept. 1, will elimi- 
nate many sizes, patterns and finishes. 
Dealers are hurrying to cover their re- 
quirements where possible and while 
wanted items are still available. Scoop 
stocks are reported especially low, and 
the shortage of steel is creating great 
delay in replacements from the fac- 
tories. 
« * * 

Agricultural teol handles— 
Stocks of these handles are being taken 
in good volume by retailers, wherever 
available, but shortages are developing, 
particularly in southern ash. In some 
cases hickory is being substituted, and 
southern ash is having to be more gen- 
erally used. 

~ * * 

Barn equipment—One of the 
leading makers has advised customers 
that its allotted quota for the current 
“season” has been made and shipped, 
and that no further orders can be ac- 
cepted until November. A similar situa- 
tion exists in very many lines and 
brands of farm equipment governed by 
the same limitation order. 

* * * 

Paint brushes—The _ brush 
situation, which at first was getting 
along reasonably well with a mixture of 
45 per cent horse-hair with bristle, has 
reached the point where many manufac- 
turers are making brushes of fiber and 
horse-hair, their supply of bristle having 
been exhausted. 


Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 54 
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Tank heaters, feed cookers, 
ete.—Jobbers are not accepting orders 
butcher 
stoves and caldron kettles, usually in 


for tank heaters, feed cooker:, 


demand now or very soon, because fac- 
tories are unable to make any shipments 
until they receive information from 
Washington regarding the authorized 
pricing of these lines for the new sea- 
son. 
* Me * 
Masonite uses 


is operating at ful! capacity to meet 


Masonite Corp. 


government demands for vital war uses, 
and at the same time to supply essen- 
tial civilian needs, company spokesmen 
state. The many items now being re- 
placed by Masonite boards include steel, 
aluminum, rubber, cork and asbestos. 
The government is using Ma:zonite for 
Signal Corps trailer exteriors, tank lin- 
ings, ambulance interiors, shell holders, 
head- 

Ma- 


sonite boards are replacing “tons” of 


mess tables, barracks and field 
quarters. In the civilian field, 
steel in the manufacture of “war-style” 
office 


equipment, furniture and stove boards. 


refrigerators, filing cabinets, 


* 4 * 


Stoves and _ accessories 
Shortage of materials is clogging even 
the restricted program now permissible 
for stove production. Stove pipe and 
coal hods are supposed to be available, 
in the leading gages and sizes, but the 
A-10 ratings granted these items by 
WPB do not bring the manufacturers 
the supplies of steel they need for.pro- 
ducing, and jobbers are not yet getting 
service. 

* * cd 

Firearms and ammunition 
Jobbers are rapidly selling out the lim- 
ited items of guns and rifles which are 
not under WPB restrictions. Some dis- 
tributors still have a few loads of shells, 
but the demand will quickly exhaust 
Such 
as magazines, sights, slings and targets 
are offered subject to stocks on hand. 


the limited supply. accessories 


*” x * 


Plumbing goods Several 
manufacturers have announced, but are 
not yet in production, on “Victory” lines 
of faucets, traps and other trim. China 
flat-rim sinks, which are now being of- 
fered, should take up some of the slack 
caused by the halt in production of 
cast iron enamelware. Demand for steel 
pipe has slackened with both distrib- 
utors and mills. Many plumbing supply 
jobbers are being squeezed out of the 
pipe business, lacking priorities high 
enough to secure normal volume. 


* * * 


Forks, rakes, hoes, etc.—Deal- 
ers’ post-season demand is running un- 


usually strong for August, including 
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ANOTHER CHANCE 


RB & W’s 
FOR WAR-TIME SALES 
: BUSINESS-BUILDING 
Because steel is one of the 
PROGRAM 


hard-to-get materials, many dis- 
tributors may feel that an item 
like steel rivets is next to im- 
possible to obtain. 

However, R B & W— one of 
the largest manufacturers of 
small rivets (1%'’ diameter and 
smaller) in the U. S.—can assure 
you promptdelivery of EMPIRE- 
brand rivets on orders accom- 
panied by priority ratings. 

It’s another opportunity for 
war-time selling ... with an 
R B & W war-time business 
builder. 


FOR DISTRIBUTORS 


1 Product Suggestions — 
broadening your war-time sales 
opportunities. 


2 National Advertising — 
building your future market for 
R B & W products. 


3 Information Service — 
answering your war-time sales 
and priority questions. 





AND ALLIED FASTENING PRODUCTS... 
SINCE 1845 














QUALITY IN 


[UF- KIN 


TAPE-RULES 





Like every product bearing 
the name Lufkin. our tape- 
rules are designed and built 
to be the BEST in their re- 
spective price fields. That's 
good busines for us because 
it means good business for 
you, our customers and deal- 
ers! It's what a man thinks 
of a product AFTER he buys 
it that forms his opinion of 
the dealer who sold it and 
the manufacturer who made 
it. You can be sure we will 
- never jeopardize the respect 
for Lufkin products that has 
grown among your custom- 
ers only after years and 
years of acquaintance with 
dependable Lufkin quality. 
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New York City 


PRECISION TOOLS 





| such items as spading forks, bow rakes 
| and garden hoes, normally shipped out 
after the first of the year. Jobbers’ 
stocks are limited in variety, and low, 
especially in the competitive grades, 
and the present curtailment (to 75 per 
cent of 1940) will continue the scarcity. 
Manufacturers have not yet made formal 
announcement of plans for the 1943 
season. Items to be restricted by Or- 
der M-126 have been moving out espe- 
cially freely, as dealers have been cov- 
ering their spring requirements while 
goods are available. Included are: 
lawn brooms, turf edgers, garden mat- 
tocks, trowels, weeders, grass and weed 
cutters. 
“ ” ol 

Lead restrictions relaxed— 
Because production of lead is currently 
in excess of demand, the requirement 


| that each producer reserve 15 per cent 


for a government pool for war use has 
been revoked. The Lead Industries As- 
sociation has been active recently in 
spreading the word that lead is in free 
supply, for water service pipe or for 
calking joints on mains. This is be- 
cause lead stocks are sufficient for all 
military requirements to be met 
promptly, and enough lead remains for 
many civilian purposes, particularly for 
such essential industries as water dis- 


tribution. 
~ “« * 


Builders’ hardware—The War 
Production Board has issued a build- 
er’s hardware manual listing the size, 
kind and quantity of builders’ hardware 
that may be used in certain types of 
construction. The manual supersedes 
builders’ hardware specifications previ- 
ously issued by other government 
agencies and comprises a set of limita- 
tions for the guidance of architects and 
builders. Jobbers report that supplies 
of butts and hinges may still be had 
with proper ratings, but that most build- 
ers’ trim is extremely limited in variety, 
and is available only with high ratings. 
Bright wire goods—hooks, eyes, etc. 
are difficult to get, as few high ratings 
are available from customers. Pin- 
tumbler type padlocks can only be had 
from the factories on A-l-k or better 
priorities, but limited amounts of com- 
petitive padlocks are still obtainable 
with lower rating. Steel sash chain, 
with jack and safety chain, are in lively 
demand, and may be had with fair 
promptness on A-3 rating. Brass chains 


| require top ratings, and still are sub- 


ject to long delay. 


” ot a 


Paint lines—Paint in the 
smaller size containers is becoming in- 
creasingly hard to obtain. Substitute 
packages in the form of fiber or glass 


| are reaching the market slowly, with 





the result that distributors’ stocks are 
becoming “spotty.” This is a good sea- 
son for the reminding of retailers that 
“there is a market, every month in the 
year, for the effects that can be ob- 
tained from the application of paint. 
There’s something that the householder 
can do around the home every month 
that will cause him to buy paint, if he 
is sold on the results, instead of on the 
paint itself. Even the “stay-in” months, 


‘ 


can be converted into good paint sales 
months, if the public is inspired to use 
those ‘idle time’ months to put beauty 
into its homes.” 


* * * 


Changes in solder—An amend- 
ment to WPB order M-43-a prohibited 
production and use for all purposes of 
wiping solder having tin content up to 
30 per cent, after Sept. 1. Until Jan. 1, 
this grade is authorized for use by pub- 
lic utilities in installation and repair 
of lead water service pipe. The Metal- 
lurgy Committee of the National Acade- 
my of Sciences has recommended the 
use of silver-lead solder in place of 
tin-lead solder for soldering tin cans, 
with the reservation that “in certain 
canning processes difficulties are en- 
countered which must be overcome by 
research before the substitution in this 
field can be ordered.” Silver for silver- 
solder is now being used at the rate of 
10,000,000 to 15,000,000 ounces per year, 
but in many applications is still in the 
experimental stage. 


* * * 


Oil for illumination—The pe- 
troleum transportation situation is re- 
sponsible for disclosing the fact that 
millions of dwelling units in the country 
still depend for household lighting on 
kerosene or gasoline. Until recent sur- 
veys were made, almost forgotten in the 
oil transport emergency were the more 
than 2,000,000 such dwellings along the 
southeastern Atlantic seaboard which 
still depend on oil for lighting. The 
plight of the gasoline-consuming mo- 
torist and of the fuel oil-burning home 
owner has been emphasized, but in vast 
numbers of farm houses, and even in 
many city dwellings, the kerosene or 
gasoline lamp still presents an added oil 
supply problem as the only source of 
nighttime illumination. 


* * * 


Wooden grease drums—De- 
velopment of a plywood “Victory drum” 
for use in marketing greases will en- 
able Standard Oil Company (Indiana) 
to save for war uses, 2000 tons of steel 
a year formerly required for packaging 
heavy lubricants. Though similar to 
steel drums in appearance, the new con- 
tainers are made of wooden sheets 
laminated together. The only metal in 
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them is in fasteners holding ends ot 
sheets together, and in a ring for use 
in lifting the removable lid. The inner 
surface is lined with a chemical which 
prevents greases from creeping through 
pores in the wood. The drum is being 
made in 100-pound, 50-pound, and 25- 
pound sizes, and Standard’s shipments 
of heavy lubricants, greases, etc., will 
be made in the new containers as fast 
as they can be obtained. ; 


* * * 


Tool lines—WPB has been 
willing to grant A-10 ratings on fair 
quantities of needed tools, for the job- 
bers’ stocks, where the stocks have been 
depleted by sales to mechanics for war 
work, or for farm or industrial repairs 
and maintenance. Shipments from the 
Most 
manufacturers have simplified their tool 


mills are generally very slow. 


lines to the limit, the new price list on 
Utica hand tools showing some 40 or 
more eliminations, since the preceding 
Sales and distribution of metal 
cutting band saw blades and hack saw 
blades will be limited by WPB to con- 
sumers with preference ratings of A-9 


issue. 


or higher, under order E-7, effective 
Aug. 31. Excepted are hand-frame hack 
saw blades made of low-grade steel, 
and stocks of small retailers on hand 
Aug. 31, if the total value of such stock 


is $50 or less. The order applies to all 


unfilled orders, and affects not only 
manufacturers, but also all persons 
using blades. It does not, however, 


apply to sales or deliveries among re- 


tailers, distributors or manufacturers 
who are purchasing for resale and not 


for use. 
ad * OK 


Feneing and barbed wire 
Effective Aug. 8 a leading manufacturer 
adopted for commercial trade a WPB 
simplification program on fencing and 
barbed wire, 
the present poultry 
fence (when available) will be made 
only in 48, 60 and 72 inch heights, in 
Specifications 18 and 18 CM, with stay 
wires spaced 6 inches apart, No. 18 gage 
filler wires and No. 16 gage top and 


to conserve steel during 
emergency. Its 


bottom wires. Poultry fence Specifica- 
tions 13 P&R and 14% P&R will be 
discontinued. Poultry fence will be 
made only in standard Specification 
14% P&R, in designs 1635, 1948 and 
2158, with 14% gage filler and No. 11 
gage top and bottom and six inch spac- 
ing between stay wires. Light poultry 
fence Specification 1512 will be made 
in designs 1736, 2048, 2360, 2672, with 
15% gage filler and 124% gage top and 
bottom wires and six inches between 
stay wires. In field, dairy, hog and 
cattle fence the highest fence in these 
types will be 40 inches. The heaviest 
fabric to be made for the farm trade 
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designs No. 1047, 845 and 1346. Barbed 
(when obtainable) will be con- 
fined to 14 gage 2 point, and 12% gage 
2 point. It is emphasized that the 
adoption of these new standards by the 


wire 


company does not change its 
situation insofar as acceptance of or- 


present 


ders for barbed wire and fencing is con- 
cerned, until such time as they are 
permitted to obtain steel and resume 
manufacture. 
* %* 1 
Commodity 
The U. 


ported wholesale prices in the week 


prices stable— 
S. Department of Labor re- 


ended Aug. 15 reached the highest level 
since October, 1926. At 98.9 per cent 
of the 1926 level, the index is 10 per 
cent higher than at the corresponding 
time last year. It remains practically 
unchanged, however, from the level in 


the week of Apr. 25, just before the | 


general maximum price regulation was 
issued. Wholesale food prices in the 
week ended Aug. 18, rose to the high- 
est general level in more than 17 years, 
Dun & Bradstreet, Inc., reported. 


* %* * 


July store sales—Sales of in- 
dependent retailers were at approxi- 
mately the same level in July as in the 
same month of 1941, according to pre- 
liminary data from J. C. Capt, director 
of the Bureau of the Census. July sales 
were 5 per cent below those for June. 
Sales of 29 chain store companies in 
July, including the two leading mail- 
order chains, showed an increase of 6.4 
per cent over a year ago, while volume 
in the first seven months this year was 
14.7 per cent ahead of that last year, 
according to a recent compilation. 


* % * 


Department store showing 
Follewing the sharp rise in department 
store sales in January (37 per cent over 
January, 1941) each subsequent month 
through June _ witnessed _ shrinkage. 
There was some recovery, however, in 
July, bringing dollar sales for the first 
seven months to 13.5 per cent above 
the year before. 
stores during the week ended Aug. 15 
were the same, in dollar totals, as in 
the corresponding week a year ago, ac- 
cording to the Federal Reserve report, 
while sales during the four weeks ended 
Aug. 15, were 2 per cent below those a 


year ago. Department stores have on 


will be Specification 124 eliminating | 


Sales of department | 


hand an average supply of nearly five | 


months merchandise, by estimate of 


the Federal Reserve Board. 


* * * 


Outlook for _ retailing—The 
sales outlook later in the year depends 


as much upon the availability of mer- | 


(Continued on page 80) 





ELMER THE BULHORG SAYS: 





Here's how you 

ton help your 
customers and 
“yourself, by 

Showing farmers how to 


MAKE FENCES 
GO FARTHER 


with 


Electric Fence Controllers 


Wartime steel shortage, plus demands for 
greater livestock production have put the 
farmer in a tight spot. He needs fence — 
badly. You want business. Here’s a fact that 
helps you solve both problems: 


= 2) a a 
= et 

With the use of a Prime Controller, one mile 
of four-strand barbed wire fence makes four 
miles of one-strand electric fence . . . What's 
more, the farmer gets a fence that’s ideal for 
Fall use — easily moved for temporary pasture, 
grazing cut-over fields, etc, . . . And prac- 
tically no new steel is used... Tell the farm- 
er to insulate the fence properly — to keep 
splices free from rust — and use a good con- 
troller . . . The famous, time-tested Prime 
gives him safety (hi-line models approved by 
Underwriters’) and utmost dependability . . . 
It gives you a good profit and freedom from 
service worries . . , Hi-line or battery models. 
See your jobber. 


Prime sells only through jobbers. 


The Prime Mfg. Co. 


1669 S. First Street Milwaukee, Wis. 
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Prime Mfg. Co. 














The sale of good lewn is zooming. 
People are giving more attention to 
their yards. This is when they buy— 
Fall is the season for sowing permanent 
mixtures. Cash in, This non-priority 
line adapted to local conditions. Write 
for details. 


Grass Division 


F. H. Woodr : 
Milford, Conn 










ns, Incorporated 
Toledo, Ohio 






Stewart Chain 
Link Wire Fences 
are built to meet all 
requirements from 
low lawn types to 
high industrial 
fence with barbed 
wire overhang ar- 
rangement. 





















“CHAINLINK 
FACTORY FENCE 


Other Stewart & 
Products. Wire 
Window Guards. 
Wire Mesh Par-© 
titions. Sreel Foid- 

























, , Send Stewart your inquires for fence, 
ates, and all types of metal specialties. 
iterature is available on all Stewart 
products. When writing please mention 
literature in which you are interested. 
THE ae y= ned IRON vous co., Inc. 
037 Stewart B incianatt, Ohle 
Fence Somtere to Amertoa “nes 1886 
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Just Among 
Ourselves 


(Continued from page 22) 


trol, are allowed gas for 470 
miles per month. The National 
Wholesale Hardware Associa- 
tion, and other cooperating 
agencies, had been trying to 
have this increased to 1500 


miles per month but as yet are 
| not getting too much encour- | 
/agement. Joel 


Dean, OPA’s 
chief of Fuel Rationing, recent- 
ly wired N.W.H.A. secretary 
George A. Fernley, as follows: 


“Preferred mileage available 


only to salesmen engaged in | 
selling necessary productive | 





equipment for farms, factories, | 


mines, oil wells, lumber camps 
and similar productive or ex- 
tractive establishments. Or of 
medical supplies and only if 
marketing of such equipment 
of supplies by salesmen is essen- 
tial to war effort. Provision 


covers marketing where instruc- | 


tion by salesmen in use of 
equipment is necessary or where 
making known existence of 
commodity by salesmen is es- 
sential to war program. Deci- 
sion as to your eligibility under 
this provision rests with your 


local board.” 


This gives some relief but, 


of course, is non-specific as to | 


how much extra mileage will 
be allowed and on what pre- 
cise basis. In all industrial 
areas, both wholesale and re- 
tail hardware firms are serv- 
ing war production plants 
with many essential services 
and goods, and certainly in the 
rural districts retail hardware 
merchants are vital sources of 
supply for farmers who must 
maintain the production of 
foodstuffs. If you have not re- 
ceived any supplemental gaso- 


| line privileges, and can qual- 


ify under the rules set forth in 
Mr. Dean’s wire to Mr. Fern- 
ley, you are strongly urged to 
immediately state your just 


| claims to your local rationing 
board. 





DIETZ 


LANTERNS 


always on the 


ALERT 





FOR EVERY NEED 
AND EMERGENCY 


“DIETZ 


LANTERNS | 


NEW YORK 


Output Distributed Through the Jobbing Trade Exclusively. 

















If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together—and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New York City 





HARDWARE AGE 






























By L. W. MOFFETT 
Washingion Representative 
of Hardware Age 


ORDER _L-79, 
plumbing, heating and cook'ng equip- 
ment was amended by WPB on Aug. 
ll. The first amendment includes in 
the terms of the order cooking and bak- 
ing equipment using coal, oil or gas. 
Previously, only those types of cooking 
or baking equipment connected to gas 
or steam systems were covéred. The 
other amendment includes the follow- 
ing gas-burning heating equipment in 
the terms of the order: steam and hot 
water heating boilers, warm air fur- 
naces, floor furnaces, unit heaters, con- 
version burners and gas steam radiators. 

os 2 & 


THE ORDER PROVIDES that 
no person shall sell or deliver” any 
equipment covered by the order to an 
ultimate consumer, except that: 

Cooking stoves, heating stoves and 
water heaters may be sold to house- 
holders where no other equipment for 
cooking or heating purposes is avail- 
able. The sale of any equipment needed 
to convert oil and gas burners to coal 
is permitted. 

No restrictions are placed on sales 
amounting to $5 or less, provided such 
sales are part of an order totaling no 
more than $10. Sale and delivery is 
permitted of any equipment on an A-10 
or better preference rating. (Preference 
Rating Order P-84 assigns such a rat- 
ing for repair and maintenance pur- 
poses. ) 

Sale and delivery of any equipment 
specifically designed for hospitals, or for 
surgical, veterinary, barber shop or 


covering certain 


oe 


beauty shop use is permitted. Sale and 
delivery of any equipment is permitted 
if the purchaser certifies that it is 
needed to complete a project authorized 
by WPB in accordance with Construc- 
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tion Order L-41. Sale and delivery is 
permitted on the specific authorization 
of WPB. 

x * * 


AN ADDITIONAL EXCEP- 
TION, which permitted the sale of oil 
burners when such transactions were 
made for the purpose of reducing con- 
sumption of fuel oil, is revoked by one 
of the amendments. Industrial baking 
ovens and other types of industrial bak- 
ing machinery are not covered by the 
terms of the amended order, since they 
are regulated by Order L-83. 

Issuance of Amendment No. 1 to 
Preference Rating Order P-84, provid- 
ing for preference rating assistance in 
connection with repair and maintenance 
of cooking and baking equipment, was 
also announced by WPB. 


xk 
ALTHOUGH METAL TOYS may 


no longer be produced, the toys that 
are being manufactured, out of wood, 
cardboard and other less critical mate- 
rials, will be brightly colored. This is 
made possible by WPB through Amend- 
ment No. 2 to L-81, eliminating from 
the Toy order the previous restrictions 
on the uce of a large number of pig- 
ments, oils and other materials used in 
paints and varnishes. 


 & 2 


THE WOOD FURNITURE IN- 
DUSTRY can help in alleviating short- 
ages of many civilian products normally 
made of metal by using its facilities 
to make such articles out of wood, ac- 
cording to W. A. Adams, chief of 
WPB’s Furniture Branch. 

Mr. Adams listed the following as 
examples of products that must be made 
of materials other than metal if ade- 














PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 


St. Louis, Philadelphia, Jersey City. 















1. Better combustion saves fuel, vital 
in these days. 

2. Lights quickly, improving stove- 
performance. 

3. Soft carbon wipes away. 

4. Goes out quickly, reducing odor. 


5. Patented process increases life 


and, therefore, economy. 
6. Steady seller because it makes 
good. The pick o' the wicks. 








N STRIAL SA es N 


TAN, INC. 


RAYBESTOS-MANHAT 


MANHEIM PA NORTH CHARLE N.S 





















Milwaukee -Lawson 





Adjustable 
Screen Hinges... 





The Builder's High Standard! 


Leader in appearance, quality and performance, 
MILWAUKEE-LAWSON Adjustable Screen Hinges 
have been favorites in demand for many years 
Made of best cold rolled steel, with barrel and 


one wing in one piece. Full surface type in Steel 
Planished and Solid Brass or Bronze. Spring is 
of best oil tempered steel An important sales 
feature is the easily adjusted spring tension 
adjustable AFTER installation 

Attractively packed one in a box, or in complete 
Door Sets with Door Pull, Hook and Eye. Stocked 
and recommended by best Jobbers everywhere 


MILWAUKEE HARDWARE .. . 
Popuiar for Over 40 Years 


MILWAUKEE STAMPING COMPANY 
816 SOUTH 72nd STREET 
MILWAUKEE ° WISCONSIN 






National 


HARDWARE 








HE line of builders’ hard- 
ware built to one high 
uniform standard of quality. 
The assortment of products 
is so extensive that all of the 
requirements of the trade are 
adequately met. 


The finest materials used in 
construction are fashioned 
into hardware which is both 
modern in design and efhi- 
cient in working simplicity. 
Send for the new National 
catalog; yours for the asking. 


The following are big sellers: 
Sliding Door 
Hangers 


Garage Door 
Hardware 


Door Latches 


Strap and Tee 
Hinges 


Screen Hardware 























National Manufacturing Co. 
STERLING -: + + ILLINOIS 


74 








quate quantities are to be available for 
essential civilian and industrial pur- 
poses: 

Lockers, shelving, ice boxes, wash 
tubs, shipping containers, pails for 
home and civilian defense use, stirrup 
pumps for incendiary bomb protection, 
factory conveyors and track, lamps, 
trailers and truck and bus bodies. 


x*e 


S. J. DUNAWAY, chief, Retail 
and Wholesale Trade Section, WPB 
Service Branch has asked wholesalers 
and retailers to make a clean sweep-up 
of critically needed scrap material ac- 
cumulated in their storerooms and 
shops. 

“There are nearly 2,000,000 retail 
distributors and over 100,000 wholesale 
distributors of all types throughout the 
United States, and I am certain,” said 
Mr. Dunaway, “that every one of them 
has a lot of old damaged merchandise 
gathering dust in odd corners and an 
accumulation of discarded, used and 
broken metal equipment which should 
be added to our nation’s scrap stock 
pile. Burlap bags, old rope, rags, and 
rubber hose, tires and other salvagable 
articles can be found on every distrib- 
utor’s premises. I am sure that if the 
merchant knew that the old stove lying 
broken up and useless on his scrap 
pile would make ten 4-in. shells, that 
the abandoned radiator will make 17 
.30-caliber rifles, and that the leaky 
wash pail will make three bayonets, he 
would collect every bit of salvagable 
scrap in his shop or store-room and 
start it on its way to becoming valu- 
able war material.” 

xk 


THE WPB PLUMBING AND 
HEATING BRANCH has advised 
home owners and plant operators that 
they should make immediate arrange- 
ment to obtain the grates and stokers 
needed to convert fuel oil burners and 
at the same time arrange to purchase 
the necessary amoums of coal. 

The Branch pointed out that the ac- 
tion of WPB in setting aside 11,000 
tons of material needed for conversion 
will have served its purpose only if 
manufacturers receive the orders on 
which to base their application for allo- 
cations of materials. 

Home owners may be able to find 
the type of grates they need by going 
to a heating contractor or distributor. 
All existing stocks of grates and the 
accessory materials needed for conver- 
sion purposes may now be sold without 
restrictions. 

x * * 


IF GRATES ARE NOT AVAIL- 
ABLE in stock, a home owner should 
order a set from a contractor or dealer, 
and the equipment will be made from 
the metals provided for this purpose by 
WPB. The home owner need not file 
any papers. Industrial plants desiring 
to obtain stokers for conversion pur- 
poses should file an application for a 
preference rating with the Plumbing 


and Heating Branch. Manufacturers of 
these types of equipment should make 
applications for materials to the Plumb- 
ing and Heating Branch on Form 
PD-25-f, if they are under the Produc- 
tion Requirements Plan, or on Form 
PD-l-a if they are not. 


xe 


AGAVE FIBER processors have 
been given until Aug. 31 to file with 
WPB application for; permission to 
process more fiber than their quota in 
order to fill Army and Navy orders, 
under Amendment No. 1 to M-84 as 
amended, issued on Aug. 19, the date 
of the previous deadline for filing ap- 
plications. 


The Dean’s Page 
(Continued from page 42) 


nibals. If a female has a larger 
litter than she thinks she can care 
for she kills the surplus and eats 
them. If two males are put in 
same cage they fight to a finish 
and the victor then eats his en- 
emy. If you touch a baby mink 
with your bare hands and put it 
back with its mother she promptly 
kills it. 

Minks’ food must be carefully 
prepared. In the “mink house” is 
an electric cooker and all neces- 
sary utensils. Meat, fresh fish and 
certain vegetables are ground up 
in a machine and a hash is cooked. 
The college-farmer boys carry this 
food down the alley of cages and 
place it on top of the wire netting 
cages. The mink jump up and 
eat it. 

That night I sat up later read- 
ing an interesting book devoted to 
the breeding and care of mink. 

Mink are subject to a number 
of diseases. They are delicate ani- 
mals. They must be handled very 
carefully and the main thing is 
cleanliness. They have peculiar 
breeding habits. The line is pre- 
served and improved breeding 
from mother and son, or father 
and daughter, but breeding broth- 
ers and sisters leads to a deterio- 
ration in quality and strength of 
stock. The climate of Connecticut 
seems to agree with mink, al- 
though I am advised that they do 
not flourish on wooden nutmegs. 

My first impression of the farm 
is that everybody works. They 
start early and work late. It’s no 
joke when a college boy signs up 
to work all summer on a Connecti- 
cut farm. 
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Build Sales and Make Friends ¥ T 


KWIK-LITE 


\The Improved Asbestos 
Oil Burner Wick— 


Exclusive design and quality construc- 













tion offers extra value in quick lighting 
and long lasting efficiency for oil-burn- 
la ing stoves, heaters and ranges. 

® Soft spun asbestos yarn woven with stiff 


100-##. Rolls wire warp eliminates cross fibres that 


packed in colorful 


dispensing cortons retard capillary attraction and gives 


quicker absorption. Square cut edge 
exposes oil for instant lighting. 

Attractively packaged for efficient 
merchandising in colorful eye-catch- 
ing cartons. All standard sizes in 6 
ft. lengths, 12 ft. lengths, and rolls. 
Distributed thru leading wholesalers. 
Ask your jobber or write for details. 





Attractive display carton contains 12 
6-ft. lengths or 12 12-ft. lengths of 
Kwik-Lite Wick in individual cartons. 





ASBESTOS TEXTILE COMPANY, INC.@ 
167 W. WACKER DRIVE~ --- CHICAGO ff 

























WHAT! YOU'VE 
GOT BOTH 
TANK FLOATS & 
FLUSH ELBOWS 


YES SIR...ALL 
READY FOR 
IMMEDIATE 
INSTALLATION 





t 


AMERICAN “‘Indestructo’’ PLASTIC 
Tank Floats and Flush Elbows 


USED BY LEADING POTTERY MANUFACTURERS 
Alert Hardware Dealers are not losing any business on Floats and Elbows. 
American “Indestructo” replaces metal and rubber and does it better. 
Molded of tough Tenite, corrosion proof, leak proof, resistant to all water 
conditions. 





TANK FLOAT 


“INDESTRUCTO" 





tH, 


Buoyant as thin-skull copper. Two 
sizes: 4” x 5” & 3!/2” x 4”. Packed 
in bulk, or 1 doz. in handsome dis- 
play carton. 


“ 
tT F ann 














FLUSH ELBOW 
“"INDESTRUCTO" 
Pure Porcelain-white. Sizes: 2” x 4” 
x 6, 2° x S&S” x7”, 2” x 6G x 8”, 2 x 
8” x 10”. Easily cut shorter on job. 
Available with or without plastic 
slip nuts and rubber gaskets. 











JOBBERS Send for Samples and prices. 
RETAILERS Order from your wholesaler, and send for full descrip- 
tive folder. 


Originators and Pioneers of Plumbing Plastic Fittings 


AMERICAN MOLDED PRODUCTS SALES CO. 
1758 N. HONORE ST CHICAGO, ILL. 
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FOR ALL KINDS o 
OF 


E-CO RUBBER BELTING 








PULLEYS V BELTS & SHEAVES 


SPROCKETS CHAIN 


Double Purpose —_ 
USE WET AS SPONGE— DRY AS CHAMOIS 


The new “TOPSY’’ CHAMI-SPONGE is made 
of No. 1 quality chamois sewed in a cluster to 
hold plenty of water. No dripping. Ideal for 
washing and drying painted walls as well as 
for washing mirrors, carpets, windows, furni- 
ture, cars, etc. Comes 2 sizes, packed in 
transparent envelopes. Write for literature 
and low prices today! 


“VICTORY” NATURAL SPONGES 
Specially designed for severe cleaning jobs. Made 
from selected, natural sponge, securely enclosed in 
soft absorbent net. Made 2 sizes. Get low prices. 


Write for Catalog! 








GEARING 


Tremendous Stocks 
Low Prices 


TEUSCHER 


PULLEY & BELTING CO. 


801-803-805 N. Znd St. 
St. Louis, Mo. 
“The Test of Time Since °99” 





j . 
FURNITURE 
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TAMMS SILICA CO., 228 N. LaSalle St., Chicago 





















No More Damage from Condensa- 
tion or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


NoDrip—A SURE CURE 


This sensational plastic cork coating is 
easily applied with brush, trowel or spray. 
Insulates and prolongs life of pipe and 
other metal by preventing rust and cor- 
rosion. 

NoDrip produces a permanent, stucco-like 
finish that requires no maintenance. A 
gallon covers about 
30 ft. of 1” O.D. 
pipe. Comes in l, 
5 and 55 gallon 
drums. 

National advertising 
to home owners and 
industry directs 
buyers to hardware 
stores. Demand is 
growing rapidly 
with good profits 
for dealers. 


Order from your Jobber or write for Circular 
and Local Sales Helps. 


J. W. MORTELL CO. 
508 Burch St., Kankakee, Ili. 











Gripper Clips 


Registered U. S. Pat. Offee 


Patented Gripper 
Clips, flexible steal, 
nickel plated. Smal! 
size holds kitchen 
utensils, tools, golf 
clubs, canes, ete. 
Large sise for 
brooms, mops, gar- 
den tools, ete. Re- 
tall 10¢ es. Also 
Robertson — 
“*‘Horseshoe ag- d 
net’’ Hammers. 


a GIBSON GOOD TOOLS, INC. * 
Box 268 Orange, Mass., U.S.A. 











TATE 


PICTURE 
— 


mcTURE CORD 
E. H. TATE CO., Boston, Mass. 


Soles Offices also in: 
Chicago New York Los Angeles 





















NEW STREAMLINE 


SUPER VALUE 


Latest member of Gem c 
Nall Clipper family. 
Hardened jaws, nail 

file. cleaner. Heavily 
nickeled. Doz. on colorful card 

at jobbers’. Send for details 
THE H. C. COOK Co. 
27 Beaver St. Ansonia Cone 


COOK'S 








NAIL CLIPPER | 


| 
| 
| 
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How to Merchandise Paint 


(Continued from page 26) 


planned it always helps to know 
about it in advance. 


18—Use window displays 


Many hardware dealers give 
full windows to paint and allied 
lines in the fall and spring. Sup- 
plementing these showings with 
some paint items in part of at least 
one window the year ‘round is a 
plan many dealers follow. 


18—Watch your inventory 


A stock control system is desir- 
able because of the great variance 
in grades and shades of paint. A 
New Jersey dealer maintains stock 
records for his paint department 
in simple form. These are on large 
cards indicating the number of 
containers of each size and color 
placed in stock. When, for ex- 
ample, a shipment of a certain 
shade of green is received a record 
is made of the number of contain- 
ers received on that date. Each 
time a can of that shade and size 
is sold it is entered on the record. 
When he has to reorder he has a 
good guide. 


20—Know customers’ needs 


Find out, when you can, just 
what the customer wants to paint. 
Then you can give an accurate 
estimate as to the quantity needed. 
And try to sell your customer ex- 
actly the grades needed for par- 
ticular jobs. 


21—Give color cards 


A mid western dealer gives 
paint customers a color chart and 
some paint circulars with all or- 


ders. This builds future sales. 


22—Have “before and 
after” pictures 

A few “before” and “after” pic- 
tures of buildings on which your 
paint was used will help show peo- 
ple what can be done with it. This 
is particularly true in instances in 
which very dingy looking houses 
were brightened by application of 
your paint. Having a record of 
the cost of the paint job represent- 
ed in each picture will be another 
sales aid. These data could well be 
supplemented with information as 
to the quality and shades of paint 
used. 


Gifts Account for 40 Per Cent of Volume 


(Continued from page 35) 


distinctive gift stationery which 
the company uses is another small 
but important touch which builds 
good will and reminds people that 
Bennett’s is a fine place in which 
to shop for gifts. 

Mrs. Bennett is an_ interior 
decorator by training, and this 
knowledge has proved invaluable 
to her in helping customers choose 
gift merchandise and in selecting 
items for their homes. Her tal- 
ents were also put to good use 
when the store was remodeled. 

A decidedly substantial business 
has been built up in artificial flow- 
ers. It seems that flowers of this 
type are very popular throughout 
the entire year. Bennett’s has de- 
veloped a table decorating service 
for banquets and parties as a re- 
sult of its handling of the artificial 


flower line. They arrange a floral 
center piece and make up place 
cards for the occasion. This ser- 
vice is growing each year and is 
something new for a gift depart- 
ment of a hardware store. 


Widespread Reputation 


This store’s reputation for hav- 
ing a large and varied stock is 
known for miles around. Women 
come there from considerable dis- 
tances. Several good Milwaukee 
women customers make the trip to 
Fond du Lac just to buy items 
which they have difficulty in ob- 
taining in their own city. 

Fond du Lac is a typical mid- 
west community of approximately 
26,000 population and is located 
in the southeastern part of the 
state. 
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Hand Saws 


pas SAWS 4 ATKINS sa 


Mitre 89 and Back Saws 
Compa id Keyhole Saws, etc 


E. C. ATKINS AND.COMPANY + 410 S. ILLINOIS STREET INDIANAPOLIS, INDIANA. 
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“4 Makes It Eas Sell Sights 
x Sell RUBYFLUID akes It Easy to Ig 
r- FOR FREE “ag 
Home Soldering ~ All Steel— 
3 colors on 
When customers repair Aon ¢ aluminum 
home equipment to last the lacquer. 
duration, help them with yee Famous Glass pan- 
Dg their soldering by selling RED vom FLUX el shows 
them Rubyfluid. It’s fast eas ~anaaae best sell- 
id acting, easy to use and “ ers 
builds’ good will for you Many 
r- with customer satisfaction. others A 
Rubyfluid is supplied hard- = 4 sk 
ware dealers in attractive A _ your 
self-selling counter display ty Jobber 
eartons. Ask your jobber f ” 
for them. ront oF 
write 
RUBY CHEMICAL Co. Combines counter 
display and stock. Hinged ‘over with 
C- 58 McDowell $t, Columbus, Ohio latch easily opened by sales person. Free with your 
own selection of Marble’s Sight assortment listing at $33 or more. 
ir MARBLE ARMS & MFG. CO., 540 Delta Ave., Gladstone, Mich., U. S. A. 
)- “~ ee Eecaieciceenions 
is 
n 
Ss 
ET..DRY 
Sf On : 
- Pre-Waterproofed and Pre-Lubricated if DUS TRIAL CRAYON SS... 
. by Exclusive Methods SPECIALISTS = om i ag | io ane a 
e : mplete Line Oi ependable Crayons=— 
Makes Columbian Rope a “ Y 
s more flexible @ *AMERICAN LUMBER CRAYONS 
WRITE NOW @ “AMERICAN MARKING—CHECKING CRAYONS 
t for @ “AMERICAN CHINA & GLASS MARKING CRAYONS 
@ *AMERICAN LEATHER MARKING CRAYONS 
Look for the FREE FOLDER @ TALC CRAYONS for cold metal marking 
RED, WHITE ivin detailed 7. = MARK for hot metal marking 
° a TMARX for high temperature metal marking 
AND BLUE information on @ 706 RUBBER MARKING CRAYONS 
MARKER COMPLETE @ *777 CARPENTERS’ CHALK 
@ *888 RAILROAD CRAYONS 
TAPE-MARKED when you buy CRAYON @ “EMPIRE TEXTILE MILL CRAYONS 
PURE MANILA rope — your LINE @ BRANDUM MARKING CRAYONS for animal hides 
U ‘ite a and Prices *Reg. U. 8. Pat. Off 
Cohan i Or nema THE AMERICAN CRAYON COMPANY - SANDUSKY: OH/0- DEPT. HA-2 








. Changing Your Address? 


Moore Push-Pins and Puth- 
less Hangers display plenty 


; If you are, please send your new address 
of sales action because 
they fill a real need around 


to the CIRCULATION DEPARTMENT 
the home. And because cach is designed to 


at least 3 weeks before you move. do its job efficiently and well, there’s a real 
demand for this “handy pair. a Thus, they GO 
TOGETHER because of the very nature of the 
job they do and they GO TOGETHER over 
& retail counters—to the profitable oadvan- 
tage of dealers who stock them. 
@ FREE DISPLAY. A _ revolving Ali-Metal 
ARDWA E A Counter Display free with your order for 
72 packets of Moore Push-Pins, Push-less 
Hangers. Specify Cabinet No. 720 
00 East 42nd Street New York, N. Y. 
‘ r MOORE PUSH-PIN COMPANY - 


113-25 BERKLEY STREET, PHILADELPHIA, PENNA 
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Allegheny River Takes Toll 
of Hardware Stores 


(Continued from page 38) 





The river begins to overflow into Portville, N. Y. 


we had plenty of help. At 5 o'clock 
Saturday evening, while the water 
was a few inches from our main 
floor, we started to move every- 
thing out. Tubs, baskets and pails 
were filled with small items, and 
the larger merchandise, like gas 
ranges, we carried up the wide 
stairs.” 

“We have shelving in the main 
part of the store, which extends to 
the ceiling, and the top shelves are 
about 2 ft. wide. Those have only 
been partially filled with merchan- 
dise in recent years, and it was 
possible to store a large number 
of breakable items, such as crock- 
ery, alarm clocks and glassware.” 

“Of course, there was an enor- 
mous amount of work involved in 
replacing our stock after the flood. 
There had been some damage to 
goods, like screen doors, due to 
hasty handling by inexperienced 
help. It has cost us at least $300 
for labor to clean up and replace 
stock where it belongs. However, 
we are very glad to have had such 
a small stock loss, because it is dif- 
ficult to replace steel goods at the 
present time. 


Nails Reclaimed 


“There were about 50 kegs of 
nails submerged in the water. 
Some of them had been stored at 
the barn which we use as a ware- 
house and some were stock we had 
moved from the basement to the 
first floor on Saturday morning. 
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It was difficult to move them higher 
because we could not use the 
freight elevator after the basement 
was full of water. 

“We have been very successful 
in putting all of the nails in a sal- 
able condition. They were tum- 
bled in a cement mixer with sand, 
and, during the operation, the 
dum of the mixer was kept hot 
with gasoline blow torches so that 
the sand would dry.” 

Despite the destruction and per- 
sonal losses, the optimistic attitude 
of the people after the flood is ex- 
emplified by the Parish family. 
They are now getting their stock in 
the proper places again and are 
making a special effort to get 
everything shipshape by Saturday, 
September 12. On that day ihey 
will have “open house” to cele- 
brate the fiftieth anniversary of 
the founding of the store by Smith 
Parish. Mr. Parish is the oldest 
living active business man in the 
vicinity. He is in good health and 
enjoying his work, and is proud 
that he can be at his desk every 
day. 

In another flooded town, Smeth- 
port, Pa., C. W. Masser Hardware, 
had several hundred dollars’ worth 
of merchandise damaged when the 
water entered the basement where 
some of the stock was stored. 

Mr. Masser writes, “I have vis- 
ited several of the hardware stores 
in this section and find that they 
are nearly all in the same plight, 
that is,, water came into their 


stores to quite an extent and left 
the goods in a muddy, unsalable 
condition. My store was located a 
little higher and only had water in 
the basement from the streets, for 
which I am very thankful. 

In all of the towns which felt 
the disaster, the hardware dealers 
came to the aid of the communities 
by offering special sales to help 
their friends and neighbors reha- 
bilitate their homes and working 
places. At the A. E. Ewing Com- 
pany store in Olean, N. Y., paints, 
garden hose, mops, brushes and 
all other items necessary for clean- 
ing up were offered to the public. 
Telephone orders were promptly 
delivered when the water receded. 


Sells 10,000 Rolls 
of Wallpaper 
(Continued from page 30) 


time. Paperhangers are given a 
discount on purchases of paper 
and paint. Seldom a day passes 
without some wallpaper sales. 
Twelve years ago the company 
acquired a print dryer which had 
been used by a photo finisher to 
display samples of paper. The 
metal-edged panels of the dryer 
are composed of burlap-covered 
chicken wire. This unit will ac- 
comodate 280 pattern samples, 
each of which has a price card in- 
dicating the stock bin number, the 
cost in code and the retail selling 
price. The convenient location of 
the stockroom makes it possible 
for many customers to be served. 
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“wo iim NOT INTERESTED IN STOCKING JAPANESE 


LANTERNS 


HARDWARE AGE 
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AND FINISH. . 


AS TO QUALITY, FIT, 





Take advantage of this important guarantee which covers every 
Star Share. It means greater sales and profits for you because 
it is your customers’ positive assurance of complete satisfaction! 
These easy scouring, light draft Star Shares are noted for their 
long wear, better service, proved-in-use dependability . . . have 
been helping farmers cut plowing costs for 69 years. Patterns 
are available for practically all plows, listers, middlebreakers in 
No. 1 soft center or No. 2 crucible steel of the highest quality 
obtainable. Send for catalog and trade prices. 


S 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO 


| CARPENTERSVILLE, ILLINOIS, U.S.A. 


ESTABLISHED 1873 











AKQCADE 


HARDWARE & TOOLS 





Send For Our 
STOCK LIST 


of available items 


In order to serve cus- 
tomers to the best of our 
ability we suggest that 
you write for a stock 
list of the numbers on 
hand and those we are 
able to manufacture. 


We can furnish all items 
in the Arcade Hard- 
ware Line that have 
preference ratings. 


ARCADE MFG. CO. 
1201 Shawnee St. 
FREEPORT, ILLINOIS 




















Changes 


New products and new trade 
names are constantly being 
added to the listings for the 
next Directory Number of 
HARDWARE AGE. 


Therefore, if you do not find 
in the current issue of the 
Directory Number the prod- 
uct you are interested in, write 
to the “Who Makes It” Editor. 
He'll be glad to serve you. 


HARDWARE AGE 


100 East 42d St., 


New York City 


a IO I a I I I II IO ION, 
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The manufacture 


Rubbish Burners, 


Clothes Dryers, etc., 
back in your store—more attrac- 
tive and appealing than ever 


before. 


UNION STEEL 
PRODUCTS CO. 


126 North Berrien Street, 
Albion, Mich. 





They'll be 


= EVEN BETTER 


After the War 


items gives way to war's de- 
‘mands, and the materials for- 
merly used in making the Union 
Steel Products shown here are 
WT ear-marked for fighting equip- 
ment. But as Union Steel's fa- 
lal i cilities are devoted to war pro- 
duction, the resourcefulness and 
imagination that produced this 
highly salable line of merchan- 
dise continues. And after this 
Nation has fought its way back 
to Peace, popular Union Steel 
Hi-Lo Picnic Stoves, Zipper Top 


** Coming Conventions and Events «+ 


Corrected Each Issue According to Latest Data 


American Hardware Manufac- 
turers’ Association, meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 19-21, 1942, at the 
Palmer House, Chicago, Ill. Charles 
E. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ group, and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ group. 


American Society of Architec- 
tural Hardware Consultants, annual 
convention, Oct. 6-8, 1942, at the Coro- 
nado Hotel, St. Louis, Mo., in conjunc- 
tion with the National Contract Hard- 
ware Association. Frank H. Sherwood, 
441 Lexington Ave., New York City, 


is executive secretary-treasurer. 


Central States Hardware Club, 

Fifth annual Open House and get- 
together, Wednesday, Sept. 16, 1942, 
for members and guests who will be 
in Chicago before entraining for the 
Hardware Golf Association tournament, 
in the club’s own rooms in the LaSalle 
Hotel. Committee in charge: chairman, 


J. D. McCue, Russell & Erwin Mfg. 


Hardware Golf Association, 17th 
annual tournament, Sept. 17-19, 1942, 
at The Elms Hotel, Excelsior Springs, 
Mo. Hotel reservations should be made 
through Dietz Lusk, 621 E. 70th Ter- 
race, Kansas City, Mo., who will make 
all room assignments. 


National Contract Hardware As- 
sociation, annual convention, Oct. 6-8, 

















Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 





Positions Wanted 
(Special Rate) set solid, maximum 
2 GE. pinebadkaeiinins cdaneens $r.00 
Gach - ofitend Ws ccckeodanccewe .05 
‘da for Keyed Address or Your Address 
‘BOXED voentnets RATES 
GR TD cdepdanscdosscoceciecscse $6.00 








POSITION WANTED—SALESMAN, AGE 
55. Ten years experience selling the bicycle 
trade. Twelve years selling retail hardware trade 
of New York State. Two years selling fishing 
tackle specialties to jobbers of Eastern seaboard, 
desires position with hardware manufacturer or 
jobber. References. Address Box H-114, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 


WANTED—LINES FROM MANUFACTUR.- 
ER FOR St. Louis, Mo., territory. Selling to 
jobbers, department, furniture, hardware, variety, 
gift stores. Also have a large following among 


premium trade. Age 45, married; have a car. 
Can furnish excellent references. Address Box 
H-113, care of Harpware Ace, 100 E. 42nd St., 
N. Y. City. 


YOU WILL NEED REAL SALES EFFORT 
later when merchandise is plentiful. I can 
establish your line now with wholesalers and be 
ready to send you real volume when you need it. 
Have successfully represented reputable manu- 
facturers St. Louis territory for 15 years. Ref- 
erences furnished. Address Box H-103, care of 
Harpware Ace, 100 East 42nd St., N. C. 


SALESMAN, EXECUTIVE TYPE, MANY 
GOOD ACCOUNTS, desires line for greater 
New York, New Jersey and New York Statc 
Address Box H-119, care of Harpware Ace, 100 
E. 42nd St., N. Y. City. 





MAN WANTED FOR RETAIL DEPART- 
MENT for large wholesale house, must know 
hardware merchandise thoroughly and be capable 
_of taking complete charge of retail end of busi- 
“ness. Real opportunity with salary commensurate 
with ability. Address Box H-120, care of Harp- 
warE AGe, 100 E. 42nd St., N. Y. City. 





PRESSURE COOKER ENGINEER—SALES 
EXECUTIVE ENGINEER, FULLY CON- 
VERSANT WITH PRESSURE COOKER 
DEVELOPMENT AND MANUFACTURE, 
WANTED BY LARGE NATIONALLY 
KNOWN MANUFACTURER. ALSO MAN 
THOROUGHLY FAMILIAR’ WITH  DIS- 
TRIBUTION OF PRESSURE COOKERS 
AND ALLIED PROBLEMS TO ACT AS AS.- 
SISTANT SALES MANAGER. IMMEDIATE 
EMPLOYMENT ON ESSENTIAL WAR MA. 
TERIALS WITH ACTIVE OPERATIONS ON 
COOKERS TO START WHEN CONDITIONS 
PERMIT. WRITE IN DETAIL REGARDING 
AGE, EXPERIENCE, SALARY EXPECTED, 
ETC., FOR INTERVIEW, ADDRESS BOX 
H- 117, CARE OF Harpware Ace, 100 E. 42ND 
was, Ws 3. Ceee. 





TRAVELING SALESMAN EXPERIENCED 
AND WELL QUALIFIED now soliciting hard- 
ware, department stores and allied trade in Ken- 
tucky, Tennessee and Georgia wants allied line 
on commission basis. Excellent following among 
well rated retail and wholesale accounts. A-1 
references. Address Box H-118, care of Harv- 
ware AGe, 100 E. 42nd St., N. Y. City. 





HIGH GRADE, EXECUTIVE TYPE, AG- 
GRESSIVE SALESMAN with thorough office 
sales, sales management, dealer, merchandising 
and advertising experience would like to change 
present connection. Twenty years road experi- 
ence in midwestern states including Chicago and 
suburbs contacting hardware, plumbing, paint, 
jobber and industrial trade. Best references. 
Box 7725-A Harpware Acs, 1012 Otis Bldg., 
Chicago, Ill. 





DEALERS—A FAST SELLING HARD- 
WARE LINE— universal demand — Priority 
granted for dealership. Write Box 304, Rapid 
City, S. D ; 





1942, at the Coronado Hotel, St. Louis, 
Mo., in conjunction with the American 
Society of Architectural Hardware Con- 
sultants. Frank H. Sherwood, 441 Lex- 
ington Ave., New York City, is execu- 
tive secretary-treasurer. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


How’s the Hardware 
Business ? 
(Continued from page 71) 


chandise as upon the level of consumer 
buying power. Individual income pay- 
ments will reach an all-time high 
1942, but heavier personal income taxes 
will cut into buying power, while prob- 
ably withholding taxes on pay rolls and 
widespread sales of war bonds will act 
as a further restriction. The fourth 
quarter employment situation is giving 
retail stores all over the country severe 
anxiety. Retailers are hard pressed in 
the competition with war factories for 
workers. Under controlled prices, wages 
cannot be raised to hold salespeople and 
delivery staffs, for the added expense 
may not be paszed along in the prices 
of goods on the store shelves. 


* * * 


From the farm front—In the 
leading producing states, the condition 
of corn remains good to excellent, and 
most of the crop has passed the hard 
roasting ear stage. Soil moisture is 
ample for further maturing, and the 
best crop in years is in prospect in most 
areas, with a record yield in some south- 
western counties. Threshing of small 
gtains is about completed. Soybean 
acreage is unusually large this year, 
and the condition is generally excellent. 
Commercial truck crops developed very 
rapidly in the first half of August, and 
nearly all kinds are to be found on 
the market as the harvest approaches 
a peak in areas near large consuming 
centers. Carlot shipments by rail and 
boat in the first two weeks of August 
were about 2 per cent above those of 
the corresponding period of 1941. 
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3 Save $1.00 by ordering your copy today 
t 
h “Taking the Mystery Out of Builders’ Hardware” k 
; is your only source of complete, authentic easy- Check This 
‘ to-read information on all phases of Builders’ PARTIAL LIST OF CONTENTS 
r Hardware. 60 Chapters 
; It's a handy book you will constantly refer to, ee by be 11!/,—cloth bound to 
, especially the comparative charts which will save Working Blue Print—size 25 x I1'/, inches 
‘ you many times the cost of the book, in time and | Glossary of more than 300 Technical Builders 
trouble. Hardware terms—Cross Reference Index 
You will get a better understanding of Builders’ | 28 inch pull-out chart comparing 61 Builders 
H “ . : Hardware Manufacturers’ finishes with 
ardware from reading this book and help in sell- 
; ag p . U. S. Standard Symbols 
. ing this line. It will also help you train your clerks | Comparative Charts which show you how 
; to become better salesmen, more alert to the profit to match other manufacturers’ preducts 
; possibilities this line carries. which may be specified, with the items of 
1 Y -_ A . the line you handle, such as: 
: ou will find use for this book now and during bitte 
e the years to come. Jemb-Floor and Checking Floor Hinges 
t Mortise Bit Key Locks and Latches 
. Order your copy today — use the coupon below. Mortise Cylinder Locks and Latches 
; Trim for Mortise Lecks 
Double Hung Window Hardware 
1 F ad ary Liquid Door Closers 
x . HARDWARE AGE ~s Floor Hinges—concealed and semi-concealed 
’ § 100 East 42nd St., New York, N. Y. : : —_ a 
S Please send me............ copies of "TAKING THE MYSTERY OUT OF ! Pty Rages pay " 
$ BUILDERS’ HARDWARE" by Adon H. Brownell. 1 will pay the Postman ‘ eae - - Sane aoe - 
i : $2 each, plus a few cents postage. (Canada and Foreign Countries $3.50). : a “Buildings ee ae 
8 § NAME a Hotels 
; 4 . Hospital and Asylum Buildings 
i . ADDRESS cece ele : | More than 600 illustrations, Charts and 
a a tables 
t ho Ce eer STATE vee . 27 Illustrations of Different Builders’ Hard- 
f . (0 Check here if you enclose payment, in which case we pay postage 1 ware Display Rooms 
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COLVYMBI VISES 


THE BEST MADE 


*Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in_ efficient 
and economical vise 
equipment. All 
types for all work. 
See your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland, O. 

















QUICK LOADING CARTRIDGES 


WITH CARTRIDGE EJECTOR GUN 
Use Caulk-O-Seal in the new Vuleo Fibre Car- 
tridge lined with cellophane. Special construction 
of Calbar High Pressure Gun and Cartridge elimi- 
nates all backfiring and leakage. Quick action. 
No waste Always clean Caulk-O-Seal is super- 
plastic, weatherproof. Holds fast. Easy to apply. 
Comes in Tubes, Cans, Drums, CARTRIDGES. 
Black and 12 Colors Send for Color Chart. 
YOUR JOBBER CAN SUPPLY YOU. 
. . 
Zz CALBAR Paint & Varnish Co. 


Mfrs. of Technical Products 
2612-26 N. MARTHA ST. 
PHILADELPHIA, PA. 


































Stock CARRY-LITE DECOYS Now! 


The decoy sensations of 1940-41, the CARRY-LITE line is more popular 


today than ever before Nationally advertised in five leading outdoor 
magazines this fall Line includes all varieties of ducks, full-size 
Canadian Goose, as well as Crow and Owl Decoys for 





year-round shooting. Order from your 
jobber 


oi pe LP, 


Ss 
—- 
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t— 


Write for full-color circular i 
i. Be CARRY.- ad 
LITE 

CARRY-LITE DECOYS DIV., Pulp Reproduction Co. 
3000 W. Clarke St. Milwaukee, Wis. 


Genuin' DOMES SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 
4c SET-10c SET-10c SET SAVE FURNITURE 








Look for name 
“Domes of Silence" 


& FLOORS - CREATE QUIET 









Domes of Sil — | 





Ask your Jobber 


DOMES of SILENCE mig 35 


lated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Nosseless. Sizes for metal beds, wood beds, large 
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_ TO EXECUTIVES: 


: | | INOW YOU CAN HELP 


The Treasury’s decision 
to increase the limitations 
on the F and G Bonds 
resulted from numerous 


‘requests by purchasers who asked the 


Opportunity to put more money into 
the war program. 

This is not a new Bond issue 
and not a new series of War Bonds. 
Thousands of individuals, corpora- 
tions, labor unions, and other organi- 
zations have this year already pur- 
chased $50,000 of Series F and G 
Bonds, the old limit. Under the new 
regulations, however, these Bond 
holders will be permitted to make 
additional purchases of $50,000 in 
the remaining months of the year. 
The new limitation on holdings of 
$100,000 in any one calendar year in 
either Series F or G, or in both series 
combined, is on the cost price, not on 
the maturity value. 


Save With... 











Series F and G Bonds are intended 
primarily for larger investors and may 
be registered in the names of fiduci- 
aries, corporations, labor unions and 
other groups, as well as in the names 
of individuals. 


The Series F Bond is a 12-year 
appreciation Bond, issued on a dis- 
count basis at 74 percent of maturity 
value. If held to maturity, 12 years 
from the date of issue, the Bond draws 
interest equivalent to 2.53 percent a 
year; computed on the purchase price, 
compounded semiannually. 


The Series G Bond is a 12-year cur- 
rent income Bond issued at par, and 
draws interest of 2.5 percent a year, 
paid semiannually by Treasury check. 


Don’t delay—your “fighting dollars” 
are needed now. Your bank or post 
office has full details. 


War Savings Bonds 
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How many items on 
this list have you 
really checked? 













In the shop (and on the job) 


Scrap pieces of: 





—to help you play a more important 
part in the national drive for 


SCRAP to hasten VICTORY 


Sure, you're saving scrap—and 
turning it in. But are you get- 
ting all the scrap? * Your regu- 
lar scrap—that you have always 
sold to the junk man — isn’t 
enough.’ Steel mills are hungry 
for more scrap and again more 
scrap. Here and there, furnaces 
are already cold — waiting for 
you — while our enemies ad- 
vance, * Uncle Sam wants the 
scrap you used to pay somebody 
to haul away — the scrap you 
used to leave on the job for some- 
body else to clean up — even 






[] galvanized iron 
C] black iron 
[] angle and band iron 
(C1 copper 
(1 aluminum 
C) stainless steel 
C) brass 
[] Old worn-out machines 
[] Old worn-out or broken tools 















On the heating job 


C1] Old furnace sections or broken 
pieces (cast iron or steel) 







Old smoke pipe 






Old furnace pipe 






Old register faces 
Old register boxes 
Old boots 

Old fittings 


Wornout fans 
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On the sheet metal job 
[] Old conductor pipes 











ON THE SHEET METAL JOB... pick 
up all the pieces. Sure, it's a nuisance 
—but it’s nothing compared with what 
the boys are doing out there on the 
battlefront. All our little efforts, com- 
bined, can deliver a big punch at Hiiler. 


your customer’s own scrap that 
you see lying around his place. 
All of it — RIGHT NOW. * We 
can’t be satisfied with half meas- 
ures if we're going to win this 
war. Take another look—today. 


[] Old eaves troughs 
[] Old roofing sheets 
[] Old valleys, flashings, etc. 










G83A 





IN THE SHOP .. . sort different kinds 
of scrap into separate bins . . . one 
for cast iron, one for galvanized, etc. 
They have to be separated at the junk- 
yard... you can help to avoid this delay, 





ON THE HEATING JOB .. . Save all the scrap . . . leave a clean, good-looking base- 
ment and a better-satisfied customer. You are well repaid for the little extra time it 
takes, by knowing that you help toward our national safety, 


CANTON, OHIO 
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ITS ALL IN 
THE WHEEL 





We had some copy for this space, telling why a glass 
cutter is no better than its wheel and why Rad ‘ 

glass cutters are so uniform (because the wheels are 
made on precision machinery, by our exclusive method 
of pressing the edge, grinding, honing, hardening, etc.) 


After all about eight out of ten of you probably 
have used a Rad Dewi glass cutter and prob- 
ably your Father did too, and we believe that 
what you are interested in is the fact that it 
does the job, and that your customers ask for a 


Rad Devil 


If you did cut glass 40 years ago you'll remem- 
ber reading “It’s all in the wheel’, trying a 
RedDevil glass cutter, and being surprised 
that a 25c tool would cut glass better than a 








Red Devil GLASS CUTTERS 





$15 diamond. Today you probably agree that 
the Modern Line Rad Dewi? Glass Cutter will 
cut twice as much glass and cut it a lot better; 
and probably you believe as we do that 40 years 
from now it will be still better. 


Sure—“‘It’s all in the wheel”—and that’s why 
skilled defense mechanics and Purchasing 
Agents specify aRad Devil and why we hope 
you have or will secure, a reasonable stock of 
ReadDewil for the Fall Season. “Thanks for 
reading.” 





* 
“Red Devil”, Irvington, N. J., U. S A. 
P.S. If we don’t - 12 fan letters (good or bad) all 


future copy on advertisements will be 
written by our advertising man. 
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“SALE 


THE. ANS diligence which has steadfastly 

maintained the high standards of DiAMOWD 
EDGE and KEEN kKumTéR TOOLS and CUTLERY 
for more than three generations is constantly 
guarding the quality of SHAPLEGIS DE LUXE 
and SIMMONS Guaranteed Paint Products. 


SHAPLEIGH HARDWARE ComPANY, ST. Louis - 


ty 


a } 


—— 


Shapleigh National Series No. 2386 
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